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Truck Association Chief 
Attacks Rail Propaganda 
As ‘False and Misleading’|_ 


Says Railroads Alone Are Responsible for Their 
Present Plight; Cites Truck Taxation 
Figures 


New York, June 7.—Methods of propaganda used rec- 
ently by railroads to fight trucks were condemned today by 
Theodore D> Pratt, general manager of the Motor Truck 
Association of America, in an interview with Automotive 


Daily News. 

“The old principle of fighting fire 
with fire,” said Mr. Pratt, “seems to 
be the last resort of those engaged 
in this campaign of misleading rail- 


road propaganda. Holding and hav- 
ing held at all times the sound and 
proper solution to truck competition 
within their own hands, they have 
refused to use it because it means, 
in many instances, departure from 
their accepted programs of opera- 
tion and habits of thought.” 

Mr. Pratt directed his attack par- 
ticularly at a recent statement of J. 
J. Pelley, president of the New York, 
New Haven & Hartford Railway. 

“Each state,” said Mr. Pelley, 
“should have an equitable system of 


registration fees for private automo- 
another for commercial 


biles and 

' vehicles, which should reflect their 
proportionate share of the cost of 
construction and maintenance of 
highways. 

“The registration fee paid by the 
larger motor truck and motor bus 
should also reflect all the excess 
costs involved in the building of 
wider highways of heavier construc- 
tion, that would not be required ex- 
cept to provide for that class of 
commercial vehicle, This should in- 
clude at least part of the costs now 
incurred by railroads in eliminating 
grade crossings or in widening and 
improving grade crossings to meet 
present highway traffic conditions.” 

“The outstanding statement of the 
Tailroad propagandists,” Mr. Pratt 
replied, “has been that motor trucks 
are not paying their share of high- 
Way expenses and are therefore sub- 


{Continued on Page 4) 


FORD ASSEMBLIES 
HERE AND ABROAD 
SWING INTO ACTION 


Detroit, June 7.—Ford production 
has now passed 4,000 a day and is 
still rising. It has just been an- 
announced here that all the thirty- 
two assembly plants throughout the 
country have now swung into pro- 
duction. The Ford Motor Company 
of Canada, Ltd., at East Windsor, 
Ont., and its four branch assembly 
plants in the Dominion are all turn- 
ing out.the frew models. 

The Ford plants in Paris, France; 
Dagenham, England, and Copen- 
hagen, Denmark, have started pro- 
duction of the new cars. 
assembly plants in Antwerp, Bel- 
gium; Barcelonia, Spain; Cologne, 
Germany; Istanbul, Turkey, and 
Yokohama, Japan, will be in produc- 
tion during the current week. During 
the present month assembly plants 
in Soa Paulo, Brazil, and Buenos 
Aires, Argentina, will be producing 
the new new models, 
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|A. P. SLOAN OPENS 
CAMPAIGN TO CUT 
GOVERNMENT COSTS 


New York, June 7.—Speaking 
over a nation-wide radio network 
last night, Alfred P. Sloan, Jr., 


president of General Motors Cor- 
poration, said that there were two 
things that Congress must do: First, 
stop waste—cut out every dollar of 
unnecessary expenditure, and, sec- 
ond, raise government income to 
the soot, E government expense— 
pee e budget, — 

“ 
two joo inentloned and then ad- 
journ,” Mr. Sloan said, “there is 
a possibility of sentiment improv- 
ing and business iikewise.” 

Mr. Sloan’s radio address was the 
opening move in a united effort on 
the part of leaders of industry to 
arouse public opinion to the need 
for rigid economy in Federal, state 
and municipal expenditures as a 
first step toward economic recovery. 
Every day for the next several weeks 
@ prominent industrial leader will 
state his views briefly on the prob- 
lems of the hour. 

James F. Bell, president of Gen- 
eral Mills, Inc., whose suggestion 
resulted in the initiation of this 
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STEEL SCHEDULES 
ADVANCE NARROWLY 


Youngstown, O., June 7.—Steel 
plant activity in the Youngstown 
district advanced narrowly this week 
as a result of a slight improvement 
in bookings, of which orders for 
automobile steel were an important 
part, Operations, based upon the 
percentage of raw steel output, are 
estimated at 22 per cent., against 19 
per cent. a week earlier. 

The chief operating gain in the 
district is at Warren, O., where Re- 
public Steel Corporation’s plant in- 
creased ingot production, tin plate 
output and strip mill operations to 
an estimated 50 per cent. of capacity. 
Since three-fifths of the output of 
the Warren plant goes to automobile 
manufacturers, improvement in de- 
mands for automobile steel is an im- 
portant factor in the upturn. 

Valley trade authorities report 
that Carnegie Steel Company will 
resume operations shortly at its Ohio 
works plant, giving work to more 
than 2,000 of its regular employees. 
Five or six of fifteen open-hearth 
furnaces in the Carnegie plant are 
expected to go into production short- 
ly, largely for automobile shapes. 
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First Car Sales Reports Show 
Month About Even With April 


Five States Give Total of “12,094 Sales in May as 
Against 13,094 in Same Area in April; New 
Ford Models Not in Returns 


AMERICAN CAR SALES . 
ABROAD ARE HIT BY 
EXCHANGE DECLINES 


Washington, June 7.—Exchange 
declines have presented a new and 
difficult problem in foreign sales of 


American automobiles during the 
first quarter of 1932, according to a 
survey of this period just issued by 
the automotive division of the Bu- 
reau of Foreign and Domestic Com- 
merce. Probably the greatest sales 
obstacle American automobiles have 
met abroad, according to the sur- 
vey, has been the inability of im- 
porters to secure dollar exchange to 
pay for their imports, together with 
the many import quota systems 
which have been created. 
Announcement of new models by 
a@ prominent American manufac- 
turer aroused considerable interest 
both in the United Kingdom and 
France. In the latter country there 
was considerable liquidation of 1931 
American cars, both in as 
and higher priced types, this mo 
ment cutting ii more than tisual 
French car sales in these categories. 
In Australia the domestic parts 
manufacturers have greatly ex- 
panded the range of their products 
and are .offering increased compe- 
tition to imported lines. American 
imports have felt this competition 
especially because of already exist- 
ing difficulties of exchange and 


(Continued o on Page 4) 


NEW YORK STUDEBAKER 
BRANCH SHOWS 5 MOS. 
GAIN OVER LAST YEAR 


New York, June 7.—The Stude- 
baker Corporation of New York dur- 
ing the first five months of 1932 de- 
livered 233 more cars at retail in 
the four boroughs of this city than 
it did in the same period of 1931. It 
registered more cars up to the 
middle of May than it did at any 
time since 1928, 

Chet Whittaker, the retail branch 
manager of the organization, has 
given out the following figures: Re- 
tail deliveries for five months of 
1932 were 1,774, as compared with 
retail deliveries for five months of 
1931 of 1,541. 

Whittaker also announced that 
May of this year was the_biggest 
used car month the branch ever 
had. The organization delivered 709 
used cars, as against 458 in the same 
period of last year. Studebaker in 
this territory registered 1,775 cars, 
against registrations of 1,621 up to 
the middle of May, 1931. 

After talking to new and used 
car buyers and discussing matters 
with other automotive merchants, 
Whittaker feels that there has been 
more optimism in the last ten days 
than in the previous ten months. He 
feels that the work of the Recon- 
struction Finance Corporation, to- 
gether with the balancing of the 
budget and solution of other na- 
tional problems, has gone a long 
way toward loosening up the buy- 
ers’ market. 











Detroit, June 7.—First passenger car sales reports for 
May, 1932, were released today by R. L, Polk & Company, 


covering activities in the following five states: 
Illinois, North Dakota, West Virginia and Wisconsin. 


Delaware, 
They 


show a total of 12, 940 passenger car units sold in May in 
these states, comparing with 13,094 sold in the same terri- 
tory it in April of this year and with 27,425 disposed of in 


PONTIAC SALES IN 
NEW YORK IN MAY 
INCREASE OVER 1931 


New York, June 7.—The Pontiac 
Retail Stores in New York, a unit 
of the Buick-Olds-Pontiac Sales 
Company, again in May showed an 


increase in deliveries over the cor- 
responding month of 1931, accord- 





ing to A. C, Tiedemann, Jr, gener- 


New car deliveries for the first 
five months have equaled deliver- 
ies for the same period in 1931. Used 
car deliveries for this period have 
exceeded deliveries for the corre- 
sponding period in 1931. This in- 
crease has permitted a reduction in 
used car inventory so that at the 


|present time the used car stock is 


lower than at any time since 1929. 

Since the opening of Pontiac’s 
new service station on West 66th 
Street in April, the service depart- 
ment has shown a steady increase 
in jobs handled. The modern ma- 
chinery installed and the unique 
layous of the building enable Pon- 
tiac to render a complete and com- 
petent service to Oakland and Pon- 
tiac owners in this territory. 


SALES TAX DEFEAT 
IN N. J. AIDED BY 
CAR, PARTS DEALERS 


Trenton, N. J., June 7.—Special 
trains, 
automobiles brought to Trenton yes- 
terday a great crowd of merchants, 
automobile, accessories and parts 
dealers from all parts of the state 
bent on stopping the New Jersey 
sales tax bill, whose doom had al- 
ready been sealed, and whose formal 
burial followed the afternoon’s 
powerful protest by business in- 
terests. 

The public decision by the As- 
sembly Judiciary Committee that it 
would not stand for assembly bill 
513, introduced last Wednesday eve- 
ning, came after the demonstration, 
but that decision had been forecast 
by hints last week that the bill 
would be killed. 

The bill having been officially 
consigned to the grave, much inter- 
est revolved around the question as 
to what kind of a substitute would 
be framed to take the place of the 
proposal that was to have produced 
$18,000,000 for unemployment relief 














of the 600,000 jobless in New Jersey. 








*May, 1931. 


It is quite possible that later May 
returns will show the month rm. ning 
ahead of April, Early returius en 
April sales showed that month be- 
hind the March level this year, but 
states reporting later changed this 
to an increase for the fourth month, 

Ford sales of the new models do 
not appear in the May returns to 
any considerable effect, most of t 


deliveries made during that peri 
being in the nature of dealer same 


pling, in th 
crease over its last year’s total with 
2,807 units sold this May against 
2,664 disposed of in May 1931. 

On the basis of April sales of pas- 
senger cars, which are now come 
plete with the exception of the long 
delayed Georgia returns, May regis- 
trations should total somewhere in 
the neighborhood of 119,000 units, 
When the June figures begin to 
come in a month hence, the influe 
ence of Ford sales will be apparent, 
The May passenger car sales table 
to date will be found elsewhere in 
this issue. 


BATTERY TRADE 
PRACTICE MEETING 
SET FOR NOVEMBER 


New York, June %7.—The Trade 
Practice conference of the battery 
industry announced in Automotive 
Daily News June 1 will be held in 
Cleveland some time during Novem« 
ber, rather than in July, as previe 


regular trains, buses and_| oysly stated, it was learned today. 


This meeting is being held through 
permission of the Federal Trad@ 
Commission at the request of Nae 
tional Battery Manufacturers’ Age 
sociation, and will be participated in 
by 60 per cent. of the battery mane 
ufacturers in the United States by 
volume. The purpose of the meet- 
ing is to set up rules of busine 
practice which will be submitted 
the Federal Trade Commission for 
approval with the view to providing 
for the elimination of practices 
which constitute unfair methods of 
competition. 

The conference is in no sense an 
investigation of the battery industry 
and is being sponsored by the bate 
tery manufacturers themselves in 
an effort to improve merchandising 
conditions in the industry in gen- 
eral. ‘While no definite announce- 
ment has been made, it is expected 
that Chairman W. E. Humphrey of 
the Federal Trade Commission will 
preside at the November meeting. 


in A. D. N. Contes t—See Page 3 





"¥ 
NEW YORK GASOLINE 


STATION LICENSES 
ISSUED THIS WEEK 


Albany, June 7.—Applications for 
licenses to operate gasoline filling 
tations in this state may be obtained 
from the Department of Taxation 
and Finance during the coming 
week, according to an announce- 
ment from the offices of the Tax 
Commission today: Thomas M. 
Lynch, commissioner of taxation and 
finance, and president of the tax 
commisison, stated today that the 
application forms and instruction 
books for the guidance of owners 
and operators of gasoline filling 
stations will be ready for distribu- 
tion in about two days, at all district 
offices in New York, Brooklyn, 
Utica, Syracuse, Rochester and 
Buffalo, and at the main office in 
Albany. 

At the last session of the Legis- 
lature the motor fuel tax law was 
amended so as to require all gaso- 
line stations to be licensed, each sta- 
tion to pay a yearly fee of $2. This 
becomes effective July 1. To date 
over 30,000 stations have been listed 
by the Motor Fuel Tax Bureau, 
through the co-operation given by 
the various oil companies, state and 
local police and county and munici- 
pal officials. Each of these stations 
will be required to obtain a license. 
The law states that a license must 
be obtained for each filling station, 
garage or any other place where 
motor fuel is sold at retail. 


G. M. OF CANADA NAMES 
CATUDAL IN MONTREAL 


Montreal, June 7.—Appointment 
of N. J. E. Catudal to succeed E. A. 
Everson as manager of the Mont- 
real zone for General Motors Prod- 
acts of Canada, Ltd., is announced 
by C. E. McTavish, general sales 
manager. 

Catudal, a native of East Farn- 
ham, Que., joined the McLaughlin 
Carriage Company’s branch at St. 
Johns, Que., in 1899, and became in 
1906 manager of the Montreal 
branch, to which the automobile 
sales operations of the McLaughlin 
Motor Car Company was added in 
1913. 

When General Motors opened its 
Montreal zone in 1913 he was ap- 
pointed assistant zone manager. J. 
C. Ross, from the St. John zone, will 
succeed Catudal as assistant. 


OWEN-DYNETO TO MAKE 
NEW WINDSHIELD WIPER 


Syracuse, N. Y., June 7.—Produc- 
tion schedules and employment at 
the plant of the Owen-Dyneto Cor- 
poration, manufacturer of automo- 
bile accessories and equipment, are 
being steadily maintained on a 
close-to-capacity basis, according to 
a recent announcement by Harry 
L. Bill, vice-president and general 
manager. 

The firm has gone into produc- 
tion on its new type electric wind- 
shield wiper and has completed 
shipments of its new automatic 
starting device to distributors and 
dealers. 








AMERICAN CARS SEEN 
IN SOUTH AFRICAN SHOW 
Washington, June 7.—American 
manufacturers were well represented 
by eighteen makes of cars in the 
automobile show staged at Johan- 
nesburg, recognized as the foremost 
event of its kind in the South Afri- 
can Union, according to a dispatch 
received in the Department of Com- 
merce. The fine lines and sturdy 


appearance of the American cars 
placed them as the outstanding ex- 
hibits, it was said, and they at- 
tracted much favorable attention. 
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FOR SALE 


A NEW VAN BARGAIN 
New Series GY Gramm special van chassis 
with De Luxe van body—used on] 
demonstrator. Write for details. 





-amm 


Motors, Inc., Delphos, O 
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WATERBURY SERVICE 
ASSOCIATION FORMED 


Waterbury, Conn., June 7.—Twen- 
ty automobile service concerns have 
formed a co-operative trade organi- 


zation to be known as the Nauga- 
tuck Valley Automotive Servicemen’s 
Association. The territory will in- 
clude the communities of Water- 
bury, Naugatuck, Thomaston, Tor- 
rington, Seymour, Beacon Falls and 
Watertown. 

Robert Chesson was elected presi- 
dent at the organization meeting. 
Andy T. Halbing is vice-president; 
Ralph Theriault, secretary, and John 
Olson, treasurer, The _ executive 
board will be comprised of the offi- 
cers and Martin Garms, Charles 
Penniman and George Cianciolo. 

The group met recently at the Ho- 
tel Elton here, with a banquet fea- 
turing ‘the affair. One of the major 
functions of the association, it was 
announced, would be the exchange 
of credit information. 


STEEL SCHEDULES 
ADVANCE NARROWLY 


(Continued from Page 1) 


This company’s operations in the 
Shenango Valley of Pennsylvania 
are holding unchanged around 35 
per cent. with an early increase, due 
to increased purchases of tin plate 
by canners, a possibility. 

Mill schedules here show that Re- 
public Steel Corporation is operat- 
ing at 22 per cent. of capacity, a 
2 point gain over the rate prevail- 
ing for the last five weeks. Four of 
eight open hearths are operating at 
Warren and more than a third of 
the same company’s open-hearth 
furnaces at Youngstown are on. 
Sheet mill schedule for the Warren 
and Niles, O., plants are uncertain, 
but at least one plant will operate 
part of the week. An average of one 
and one-half strip mills will be roll- 
ing through the week. 

The Bessemer plant of Youngs- 
town Sheet & Tube Co.’s Campbell 
mills is operating for the first time 
in two months, and the company’s 
open hearths are expected to resume 
production in the near future. The 
schedules for the company’s sheet 
plants are indefinite at the week’s 
start but some operations are ex- 
pected for the latter part of the 
week. Three pipe mills are operat- 
ing, but demands for tubular goods, 
the company’s principal product, 
continue dull, and operations, as a 
result, are somewhat lower than for 
the other large valley producers. 

Sharon Steel Hoop Co. is re- 
ported working at 18 per cent., with 
its strip department at 25 to 28 per 
cent. and its sheet plant idle. One 
of six, open-hearth furnaces is melt- 
ing for Sharon Steel. 





NEWARK POST OFFICE 
TO REPLACE 46 TRUCKS 


Newark, N. J., June 7.—A change 
of policy on the part of the Post 
Office Department is the reason for 
replacement of forty-six motor 
trucks at the Newark Post Office, 
according to Postmaster Bock. 

Newark has been the central re- 
pair unit for postal trucks in North 
Jersey and the replacements will 
eliminate the high cost of repairing 
and building up the old trucks which 
have been in operation since 1921. 

Starting the first of the fiscal 
year July 1 the Post Office Depart- 
ment will replace old trucks 
throughout the country and the 
change in policy will mean that new 
trucks will replace older models in 
an arranged schedule, instead of 
the present system of rebuilding 
old trucks. 

Between now and August 1 forty- 
six new trucks will replace older 
models here, and between August 1 
and September 1 ten armored cars 
will take the place of the ten now 
in use in Newark. 

DORRIS RESIGNS 

Charlotte, N. C., June 7.—J. B. 
Dorris, for the past five years vice- 
president and general manager of 
the Dorris-Greene Motor Company, 
distributor in the two Carolinas and 
North Georgia for Willys, Willys- 
Knight and Hupmobile, has resigned 
in order to give his entire time to 
other interests, it was announced 
here today. Mr. Dorris’ duties will 


as a! be assumed by C. W. Greene, presi- 


dent of the company, it was stated. 


CHICAGO STEEL TO - 
ANNOUNCE PRICE 
ADJUSTMENT SOON 


Chicago, June 7.—A local maker of 
strip steel is likely to announce 
shortly an adjustment in base prices 
which will eliminate duplication of 
bases, without change, however, in 
the general price structure. 

Under present schedule strip steel 
is quoted 1.50 cents a pound for nar- 
row (under six inches) and 1.40 cents 
a@ pound for wide (over six inches). 
Contemplated schedules call for a 
flat price of 1.45 cents a pound for 
six-inch strip and a reduction of .05 
cents a pound on extras over six 
inches, together with an increase of 
.05 cents a pound on extras under 
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Chris Sinsabaugh—Detroit Editor 
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A. P. SLOAN OPENS 
CAMPAIGN TO CUT 


GOVERNMENT COSTS 
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movement, annaquneced it in the fol- 
dowing statement: 

“With the country facing impor- 
tant economic, industrial and social 
problems, it is not enough for busi- 
ness merely to take a critical atti- 
tude toward government nor yet to 
stand aside while these problems re- 
main unsolved. It has the obliga- 
tion to help create a sentiment for 
applying business principles to gov- 
ernment. Our problems are not in- 
soluble. The country has untold re- 


sources. The important thing is to 


apply them so that there will be no 
waste and no want. The waste must 
be abolished, and help provided for 
those in need until economic recov- 
ery permits the unemployed to be 
re-absorbed into industry.” 

Among the automotive business 
leaders who are participating in the 
economy movement are the follow- 
ing company presidents: Chrysler 
Corporation, Walter P. Chrysler; 
General Motors Corporation, Alfred 
P, Sloan, Jr.; Socony-Vacuum Cor- 
poration, C. E. Arnott; Goodyear 
Tire and Rubber Company, Paul W. 
Litchfield. 


TRUCK AND BUS SURVEY . 
IN SPRINGFIELD, MASS. 


Springfield, Mass., June 7.—A cen- 
sus of truck and bus travel in 
Springfield under the direction of 
the Rules of the Road Committee 
was fully under way yesterday with 
44 men placed at strategic points 
throughout the city “spotting” li- 
cense numbers. 

The counters are merely taking the 
license number of each truck and 
bus excepting the Springfield Street 
Railway vehicles, as they pass the 
particular point a checker is sta- 
tioned. 

Tabulation of the data is expected 
to provide information for the com- 
mittee to act on petitions of resident 
asking that trucks and _ buses 
should be prohibited from using 
their street. Three petitions are 
pending action of the committee 
subject to receipt of the traffic 
count. 


YORK-HOOVER BODIES 


The York-Hoover Body Company 
is putting out a new line of auto- 
mobile bodies for both the new 
Ford and the Chevrolet chassis. 
These bodies include panel job, cur- 
tain side bodies, panel bodies built 
on platforms, open express jobs, 
rear end panels, for all wheel base 
lengths. 





NORWALK TIRE SHOWS 
INCREASE IN ACTIVITY 
Norwalk, Conn., June 7.—Tire sales 
of the Norwalk Tire and Rubber 
Company for May, 1932, showed an 
increase of 10 per cent. over May, 
1931, and 75 per cent. over the same 
month in 1930, according to John W. 
Whitehead, president. Tube Sales 
were up 33 per cent. over 1931, and 
300 per cent. over 1930. The tube, 
tire, milling, accessories and curing 
departments entered on a six-day 
schedule of 24-hour activity June 1. 
six days, with time varying from 
12 to 18 hours daily. 


CLASSIFIED ADVEKTISEMENTS 
IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 






WO of the greatest sales executives the automobile in- 

dustry ever has known came from one source, the Na- 
tional Cash Register Company of Dayton, O., world famous 
for the development of selling methods and the development 
of super-salesmen. The two were the late Hugh Chalmers 
and Richard H. Grant, General Motors vice-president and 
head of B-O-P, 

Each had been general sales manager of the Dayton con- 
cern, although in different eras, and each came into the motor 
car business green as grass as to automobile methods, but 
called to Detroit because of their sales ability. Each had 
many of the characteristics of the other, dynamic, pushing 
executives, born leaders of men, and both made good. 

+ on ~ 

ALTHOUGH the Chalmers Motor Company passed out 
some ten years ago, the name Chalmers will continue to live 
in the automobile industry for years to come, proof conclusive 
of the imprint Hugh Chalmers left. 

The Chalmers saga is wonderfully dramatic. Roy Chapin, 
now chairman of the board of Hudson, discovered the late 
Hugh Chalmers. Roy was ambitious to become an automo- 
bile manufacturer on his own hook. He and Howard Coffin 
were with Oldsmobile and Coffin designed the car Chapin 
wanted to build. 

Chapin went to E. R. Thomas, the Buffalo manufacturer 
of the Thomas Flyer, and persuaded him to back the Thomas- 
Detroit Company of Detroit, to produce Coffin’s brain child. 
Chapin, seeking a sales leader, induced Chalmers to give up his 
$70,000 a year job with the cash register company and come 
with him. Soon it became the Chalmers-Detroit Company 
and the $1,500 light car they turned out was the sensation 
of that era. 

* . + 

THEN CAME A PARTING of the ways. Chapin and 
Coffin pulled out and organized the Hudson Motor Car Com- 
pany, manufacturing a $900 car. Chalmers took the other 
fork of the road, becoming one of the most powerful figures 


in the industry. 
~*~ = * 


TABLOIDING the rest of the saga, Chalmers came on 
evil days some ten years ago when the late Walter Flanders 
secured a five years’ lease of the Chalmers Company with 
a three years’ option to buy. He exercised that option, bring- 
ing the Maxwell into the Detroit picture. ‘ Flanders gave 
way to Walter Chrysler after the Chalmers line had been 
washed up. 

Chrysler brought out “the good Maxwell” while he was 
designing the Chrysler line. Maxwell passed, too, and now 
we find the old Chalmers factory on East Jefferson one of 
the several Chrysler plants. 

x * * 

TOM WALKER, king of Highland Park so far as Hud- 
son and Essex are concerned, is one of those dealers who 
refuses to bow to the storm. He’s fighting for business and 
getting it, too, through unusual methods. One of the ways 
he gets it is by promoting contests for his salesmen, getting 
them on their toes. 

The last affair of this kind was the Walker Grand Derby, 
a horse race, in which the salesmen were the jockeys. Credit 
for 300 feet was given for the sale of a new Essex, 500 for 
a Hudson sale, 100 feet for the delivery of a used car under 
$100, etc. 

I was in on the finale the other night when the losing 
team had to give a dinner to the winners and act as waiters. 
Smith’s Frée Wheelers won with a total of $11,560 worth 
ef business, beating Andy’s Pacemakers, who had $7,050. 

* = * 

THE “GRAPEVINE TELEGRAPH” now has it that 
one of the rumored midgets which one of the big companies 
was supposed to be readying up for the fall market has been 
indefinitely shelved, and the retooling that had been going 
on at the plant stopped. As for the other one that “they” 
are talking about, it looks as if that will not come along until 
late in July or possibly some time in August, 
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This department is devoted to the interests of the retail sales divi- 
sion of the industry. Salesmen, this is your department. Automotive 
Daily News wants you to get something from this department that will 
help you in your work on the firing line. It wants you to pass on 
your own experiences, successes, failures to help your brother salesmen. 
Send in your story in the form of a letter, or even a postal card, and 
let us get it ready for publication. Your achievement or your mistake 
tay help another salesman to make sales or avoid errors that cost 






you commissions, 
Dealers read this page. 
hese problems that affect the work of your salesmen, the men on the 
iring line, the men who bring home the bacon or don’t, 


Give us the benefit of your reactions on 


HOLDING BUYER'S INTEREST 
THE SALESMAN'S FIRST DUTY 


By ALVAN MACAULEY, 
President Naticnal Automobile Chamber of Commerce. 


A prospect decides to buy when he values what the sales- 
man is offering him more than the money asked for it. To 
each such a climax in his presentation, the salesman must 
build up the value of his product logically, and at the same 
time, in interesting fashion.?————— ee ee 
The smartest selling “trick” in| prospect will hold it against him, for 
¢losing a sale, and the only one} such an attitude is not frank or fair. 
that gets any salesman anywhere,| Few salesmen are ingenious 
is a thorough knowledge of his enough to inject new interest into 
— no matter whether he 1S/ their selling story, to find new ways 
elling a five cent item or a $5,000/ of telling that story. The same 
automobile. Know your product, is} story told fifty times in the same 
the first thing I would’ tell any/manner will make any salesman 
§alesman, and then I would urge| grow “stale.” 
him to back up that knowledge with|~ yet how easy and how effective 
a self-evident, confident realization | it is to freshen up that presentation 
that his product will help the man/ through some newness of thought, 
Qn whom he is calling. If it be @|some added inspiration. This obli- 


jealer, the salesman has an article| gation rests on the sales manager. 
which will bring the dealer a profit 


through its resale; if he is selling 
the article direct to the consumer 
he has an article the utility of 
Which outweighs the amount, asked 
for it. 

The old days of caveats emptor— 
let the buyer beware—are gone; the 
Successful salesman must first sell 
his prospect with the idea that he 
is working primarily for the latter’s 
best interest. 

The first requisite of anyone call- 
ing on me is that he must hold my 
interest. A man who walks into my 
office to sell something won't get 
very far unless he has a story that 

eeps clicking. I don’t know of a 
Single busy man who has time to 
talk with anyone from whom he 
does not hope to learn something. 

If I can -think faster than the 

isitor and keep ahead of his story, | 
it is an immediate sign that my in- | 
terest is lagging, and that he does 
hot know his product as thoroughly | 
&@s he should. His discussion should 
be so clear and so interesting—so | 
packed with facts about the prod- 
uct which appeal to my desires— 
that I am kept constantly checking 
on his points rather than getting | 
&head of the story. 

Once the prospect ahead of 
the salesman, then the fire is turned 
in the other direction—and the 


fants is put at a powerful disad- | 


HOWARD WOOSTER JOINS 
FAY-BARRY MOTOR CO. 
Worcester, Mass., June 7.—Howard 
R. Wooster has become associated 
with the Fay-Barry Motor Company, 
6-8 Sever St., dealer in Ford cars 
and trucks. Mr. Wooster was for- 
merly connected with the engineer- 
ing department at the Morgan Con- 
struction Company. 


HARTFORD DEALERS MERGE 

Hartford, Conn., June 7.—The 
Taber Cadillac Corporation, 1530 
Albany Ave., has purchased the 
Krafft Oldsmobile Company, Inc., 
187 Park St., according to an- 
nouncement by Russell P. Taber, 
president. The Oldsmabile line will 
be handled with Cadillac at the Al- 
bany Avenue showrooms, with Will- 
iam Krafft, president of the former 
dealership, in charge of Oldsmobile 
sales. 


PLAN GOLF TOURNEY 


mer golf tourney of the Newark 
Automobile Trade Association will 
take place at Shackamaxon Country 
Club on June 14. Entries will close 
at noon June 11. It will be a medal 


is 


for the trade and a special visitors’ 
class for invited guests. 


antage that usually leads to a/| NEW DE SOTO DEALER 
wift termination of the interview. 

NO PLACE FOR SAD TALES 

There is no place for hard luck | 
stories in today’s scheme of selling. | 
Jn the first place, the salesman 
with a hard luck story does not set 
the picture properly for the pros- 
pect; the latter is apt to conclude 
that perhaps he should hold on to} 
his money, if things are really that 
bad with others. 

In the second place, the sales- 
man immediately projects a selfish 
viewpoint into the picture—he is 
@sking you to buy solely because he 
Reeds the commission from the sale, 
heeds the sale to complete a quota 
or something of the kind. 

The salesman must not conceal 
anything about his goods, If a com- 

titor should excel in one or more 

rticular points, the salesman 
Should not try to cover up. On the 

ther hand, I think he should frank- 

y admit that in the particular in- 
Stance, the competitive goods are 
equal t> or better than his own! 

His sale must be cloSed on the 
basis of preponderance of value. 
Very often the prospect is well 

ted as to the salesman's goods 

nd if the caller tries to cover up 
weakness that may exist and 
hich may not be important, the 


J. Collins, 
& Collins, Chrysler dealership, for a 


Plymouth. Showrooms have been 


|opened at 38 Willow St. 








one received, 





*This article first appeared in The Red 
rrel, house organ of the Coca-Cola 


ompany, 





alesmen 
I 


Newark, N. J., June 7.—The sum- | 


play handicap with A and B classes | 


Waterbury, Conn., June 7.—John | 
associated with Wenzel | 


number of years, has been named | 
Waterbury dealer for De Soto #@nd/| 


This Newspaper Will Pay $ 


TEV: DAILY NEWS, WEDNESDAY, JUNE:8; ‘1932 , 


This Is Your Pag 


Live Prospect From 


A Casual Shopper Is 
Salesman’s Big Job 


| Changing the casual shopper into 
la live, interested prospect is the 
|salesman’s principal job during the 
| first interview, according to one of 
the leading members of the sales 
staff of the A. C, Hine Company, 139 
Washington St., Hartford, Conn., 
Oakland-Pontiac dealership. 

“In the first contact with a cus- 
| tomer it is best to first seek the 
customer's desires and needs and 
then follow up with a resume of | 
mechanical features, advantager, | 
etc., of the car you are selling,” this | 


| salesman declares, 
| “If you do not drive the advan- 
tages of your car home to the cus- 





|tomer, he is just another shopper. | 


You have to prove that the car you} 
j}are selling is just the car he wants. 
Toward the close of the first in-|} 
| terview you should know whether 
your time has been wasted or not. 

| “If you have sold your car strongly | 
enough and the difference between 
lyour price and that of your com- 
| petitor in dollars and cents is not 
:too great you get the business. If 
the difference is too great the com- 
| petitor will probably buy himself out 
}of business if he continues along 
those lines. 

“To sell any product, a man must 
be completely sold upon it himself. 
The public is much better informed 
on automobiles today than formerly. 
A 1932 salesman must know twice 





as much and more about his prod- 
uct than his predecessor of a few 
years ago. The salesman who lhan- 
dies the truth carelessly these days 
is gone. 

“Cranky customers must be han- 
dled more carefully today than ever 
before. The points on which they 
are inclined to be stubborn must be 
discovered and every effort made to 
overcome the difficulties. Small con- 
cessions must even be made, without 
allowing the customer to discern 
them. 

“A salesman who has done well 
over a period, say of three or four 
| years, working hard and honestly, 
will get his reward. Without this 





background he will have very hard | 
sledding under present conditions. | 
Satisfied customers are the basis of | 
j}any salesman’s success.” | 





| J. F. NORCROSS HEADS 
OLD AUTOMOBILE FIRM 
Springfieid, Mass., June 7.—2J.| 


Franklin Norcross, som of the late 
| J. Walter Norcross, has taken over 
|}management of the Norcross-Cam- | 
eron Company on Bridge Street, | 
which has been in the automobile | 
business in this city for nearly} 
thirty years. Sincé the death of J. 
Walter Norcross,in 1928, the business 


the same lines which 
dealership for Hupmobile cars and} 
complete twenty-four-hour automo- | 
| bile servicing. 





A. D.N. Offers Dealers $100 for Letter 





In spite of the abnormally hard conditions existing in 1932, some dealers in this 
country are doing an excellent job. Some of them actually are exceeding the business done 
last year, though general automobile sales are running 50 per cent. behind the levels of 1931. | 

There must be a reason behind the success that these dealers are having in a year of | 
grinding depression. Automotive Deily News wants to present the stories of why and how 
these successful dealers have done the job. It is, therefore, inaugurating a PRIZE CON-| 
TEST of comprehensive appeal. Read the rules of this contest and send in your entry. 

Automotive Daily News offers a monthly prize of $100 for the best letter from any 
dealer who is exceeding in 1932 the business he did in 1931. The letter must tell how the 
dealer has managed to achieve his success so far this year. At the end of the month our 
check for $100 will be forwarded to the dealer whose letter has been adjudged the best 


Furthermore, Automotive Daily News will publish every day the best letter received 
that day and will pay the dealer writing it $5. ; 
Get busy, you dealers who are grabbing success out of depression. 
to your fellows and make money out of doing it. 


has been under the management of} of the wilderness. 
Cc. E. A. Cameroyi, who now passes|plan would have been welcomed. An | Hallelujah chorus. For almost twen- 
control to his foymer partner’s son.! increase of discounts to the dealer | ty-four months we have daily been 
The business wil! be continued along|so that he in turn could offer a} expecting some suggestion from any 
include the! real salesman a commission suffi- | 


100 for Best Letter of Month, $5 for Best Letter Each | 
Day. Read Offer Below 





Today’s $5 Winner 


Richmond Distributor Tells How He 
Increased Business in First Five Months 


Of 1932 to Exceed Entire Year of 1931 


By A. F. FRANKLIN 
Franklin Motor Company, Inc., Richmond, Va., Distributor of Reo Cars 
and Trucks 

Nineteen hundred and thirty-one to me was a nightmare, 
as far as business was concerned; the worst I had experi- 
enced in my twenty-four years in the automobile business. 
Something was radically wrong beside the “depression.” 
Your paper convinced me that some dealers were doing a 
real job of selling, in spite of conditions, so I began to take 
stock again to try and find a remedy to meet this critical 
situation. 

[ realized, of course, that there was still plenty of money 
in this country—which is the best in the world—but how to 
get the prospective buyer to loosen up was the great prob- 
lem. All at once it dawned upon me that the trouble was 
largely with myself and that I had in a large measure quit 
selling, and was being sold—sold on the idea that people no 
longer could afford to buy and that I would have to take my 
whipping with the rest of the crowd until conditions got 
better. 

Then, like a ray of sunshine out of a dark cloud, it 
dawned on me I had an opportunity to give my customers a 
value for their dollar that they had never received before, and 
might not receive again for years to come, if ever, and I 
started out myself and sent my salesmen with the message to 
my customers and prospects that NOW WAS THE TIME 
TO BUY—WHAT AN OPPORTUNITY FOR THE BUYER 
—THE FINEST AUTOMOBILES, TRUCKS AND ACCES- 
SORIES THAT HAD EVER BEEN BUILT—THE 
PRICES THE LOWEST. 

Depression remarks were ignored, values driven home, 
with result that the first five months’ business has already 
exceeded the entire year of 1931. So up on your toes— 
go after the people who can afford to buy now; when they 
talk hard times, you talk VALUES, and you will bring 
home the bacon. “’Twas always so.” “It’s so now.” And 
last, but not LEAST, make a practice of reading every word 
in your “A. D. N.,” soup to nuts; it will pay you the greatest 
dividend you ever received on an investment of $12. 








WHERE ARETHESE BIG 
AUTOMOBILE MEN? 


By LEON C. PUTNAM 

[It will soon be two years since we attended a large auto- 
mobile dealer meeting in Cleveland, and heard an executive 
high in the éouncils of the industry say, “the automobile 
business has always produced big men, and I am sure this 
depression will produce the men necessary to master the 
situation.” He made this statement with all the vim, vigor 
and enthusiasm at his command—AND that is considerable. 

Ever since that meeting we have 

been painfully scanning the horizon | oyeeted with more than paens of 
for a glimpse of these big meti—| joy, Properly presented to the deal- 
these Moseses wso will lead us out | er organization it should have been 
Any new selling | received with something akin to a 


automobile factory, on creative sell- 
cient to compensate him for the|ing. Most of us will agree that there 
time and effort put forth to secure| has been altogether too little of 
a Sale today, would have been/|that in this business from the fac- 
ext ; ————————= | tory on down to the “grease mone 
key” in the dealers’ establishment. 

It’s quite true that the automo- 
biles offered to the public today are 
outstanding examples of value. Still 
there doesn’t seem to be any big 
rush to take advantage of them. As 
has been the case for many years 
the main idea seems to be to make 
something so attractive and adver- 
tise it so well that the great Amere- 
ican public will come in and buy. 
It’s reminiscent of the good old farm 
days when we enticingly rattled a 
few oats in a bucket when we wanted 
to catch the old gray mare from 
the pasture. Being a well-trained 
creature she usually responded do- 
cilely enough, but the “stunt” didn’t 
go over so big with her younger and 
less-trained offspring. The mere 
sight of the bucket was liable to 
send them rapidly traveling in a 
direction directly opposite from us. 

For over twenty-five years, as @ 
general rule, automobiles haven’t 
been sold—they have been bought. 
During this period little if any 





Pass on your recipe 
| (Continued on Page 5) 
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Used Cars Are Selling 


N a recent issue of Automotive Daily News there was 

published an article embodying reports from sales execu- 
tives in Detroit, calling attention to the fact that some deal- 
ers actually are facing a shortage of used cars priced at 
$200 or less. 

The automotive industry has a right to consider this a 
favorable development and a good omen for the future. It 
indicates to us that come what will the American people 
must have its automotive transportation. If it has not money 
enough for new cars, it fills the gap with used vehicles until 
returning prosperity brings a refilling of flattened pocket- 
books. 

Another condition that indicates clearly enough the basic 
dependence of our people on motor transport is found in 
the reports of abnormal spottiness in the new car sales field. 
In some sections of the country dealers are selling cars on 
a basis nearly equal to last year’s volume. In other sections 
the retail merchants cannot sell vehicles on any terms. 

This means that where local conditions are reasonably 
good, where wages are still being paid, workers are follow- 
ing their custom and investing part of their income in motor 
transportation. 

All these trends show that Americans in spite of diffi- 
culties still base their lives on motor transportation. When 
this depression passes, as it will, Americans will return to 
their normal buying habits as far as motor vehicles are con- 
cerned, and a vast pent up volume of buying will be released. 
Companies which maintain their position unti] this occurs 
will reap the harvest. 


Attacking the Flank 


N a recent article in the Burroughs Clearing House, James 
L. Walsh, executive vice-president of the Guardian De- 
troit Union Group, makes some interesting observations on 
the contribution of the automotive industry to other busi- 
ness units as follows: 

“If I were handling the advertising for a steel com- 
pany, or a lumber company, or a plate glass company, or any 
other company, a considerable portion of whose output is 
peechaned by the automobile industry, I would not be adver- 


Mail subscriptions to 1926 Broadway. 


Bubscription Rates. 
Single copies 5 cents. 


ising steel, or nickel, or lumber, or plate glass today. I would 
be advertising ‘automobiles,’ because every automobile that 
was sold would have part of my product in it. I would try 
a flank attack on some of my markets rather than the more 
éxpensive and less effective frontal attack.” 

We do not know whether the country generally realizes 
what a truly magnificent effort the automobile industry made 
last spring to try and swing business back to normal levels. 
Our industry spent money without stint in advertising and 
publicizing its products. The spring shows cost a great deal 
of money. 

It would be idle to say that the great effort exerted, the 
vast sums of money spent had done all that had been hoped. 
But it must not be forgotten that if our industry had not 
staged this great fight, conditions would probably be a good 
deal worse than they are. The effort put forth was not in 
vain. The automobile men fought a rear guard action to 
cover a retirement to new trenches, if we may borrow mili- 
tary language for a moment. 

That 1932 is going to be a poor year for new car sales 
is now evident to every one. But we can attack on the flank 
again by concentrating effort on the service side. Here con- 
ditions are favorable for increased business, exactly as con- 
ditions are creating. an excellent used car market. Instead 
of mourning the decrease in new car sales, we can turn the 
flank of old General Depression’s army by wheeling the ser- 
vice artillery;into place and attacking for all we are worth. 


j 











AMERICAN CAR SALES 
ABROAD ARE HIT BY 
EXCHANGE DECLINES 


(Continued from Page 1) 


tariffs. In British Malaya and 
Singapore the light English cars 
occupy a dominant position, the ex- 
change rate being largely responsi- 
ble for this situation. Thus the 
new low price for the cheapest 
Austin model is $517, whereas the 
price of a popular light American 
touring car is in the neighborhood 
of $900. 
In the 


Orient, including both 


China and Japan, the present ab-/|jet Motor Company has made many 





| Flint 
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In This Corner.... 


Opinions, suggestions, complaints, criticisms, grievances or what 
have you. Open to every one to say anything, anyhow, any time. The 
communications printed in this départment represent the ideas apd 
opinions of our readers. They are not necessarily ours. If you have 
something to say en any phase of automotive activity, wholesale, retail 
or abusive, let us hear from you and we will tell the world. 


C. of C. to Stage 
Sales Parade Saturday 


Automotive Daily News: During , Organization of the Chevrolet Motor 
the past several weeks the Chevro- | Company have organized a “71 Em- 
ployment Parade” to be staged at 


normal conditions generally held/| sales by use of the fact that the! 10.30 a. m., Saturday, June 11, culmi- 


down automobile trading, but in 
Japan, oddly enough, it was noted 
that the continued depreciation of 
exchange stimulated business to 
some extent, many users anticipat- 
ing further declines and consequent 
higher prices, 

Mexico reflected a brighter view- 
point than other Latin-American 
countries, with the automotive trade 


assuming a decidedly firmer tone! 


during the opening quarter. Regis- 
trations of new and used equipment 
were about the same as in the final 
quarter of 1931, but imports in- 
creased. Dealers were enthusiastic 
over the many new models and or- 
dered a few extra cars in each ship- 
ment on the chance of being able to 
dispose of them. Additional govern- 
mental purchases of motorcycles for 
police use are also expected, and it is 
believed that American makes will 
be selected. 

No marked change in competitive 
conditions was noted in the Scandi- 
navian countries, although unfavor- 
able climatic conditions necessarily 
slowed trade. The popularity of the 
American makes only suffered be- 
cause of the higher prices implied by 
increased import duties and cur- 
rency depreciation. It is not be- 
lieved in trade circles that the ratio 
of American cars to the total will 
drop because of the more favorable 
exchange enjoyed by British manu- 
facturers. The demand for buses 
was fairly well maintained in Swe- 
den, with most of the orders going to 
American and domestic manufac- 
turers as in the past. Sales of 
American motorcycles were adverse- 
ly affected by exchange, however, 
with the British machines securing 
the accruing advantage. 

While the automotive market in 
Poland continues in a chaotic state, 
it is estimated that 20 per cent, of 
motorcycle sales were in American 
makes. A similarly disjointed state 
of affairs obtains in Portugal, but 
more than 25 per cent. of automo- 
tive sales in the last quarter have 
been in American cars, 


PUBLIC SERVICE PUTS 
NEW CHARTERED COACH 
FOR 12 INTO SERVICE 


Newark, N. J. June 7—What is 
believed to be the most completely 
equipped motor coach ever offered 
for chartered service has recently 
been constructed by Public Service 
Co-ordinated Transport in its Cam- 
den and Newark shops. With all of 
the modern comforts, such as run- 
ning water, a lavatory, a gas stove, 
refrigerator, card tables and radio 
set, the bus has been designed to ap- 
peal to the most fastidious tastes. 

One of the interesting new fea- 
tures of the bus is the control board, 
by means of which a person sitting 
inside can give directions to the 
driver without leaving his seat or 
using a speaking tube. The appara- 
tus consists of a signal board mount- 
ed in front of the driver, on which 
are flashed the following instruc- 
tions: “Stop, turn right, turn left, 
faster, slower.” 

Special shock absorbers, low pres- 
sure tires and chassis mounting af- 
ford unusually smooth riding, while 
special swivel overstuffed chairs add 
to the passengers’ comfort. Space 
has been provided in the front com- 
partment, occupied by the driver, for 
an attendant, who can be taken 
along on a trip to serve meals or 
refreshments. 

The bus has a seating capacity of 
twelve, six in the front part and.six 
in the compartment in the rear. 


SYRACUSE SALES GAIN 
Syracuse, N. Y., June 7.—A 20 per 

cent, increase in retail car deliveries 

last month, compared with May, 


1931, is announced by Rusterholz & | used I 
Rossell, Willys-Knight representa- work, or anything of the character. 


tives in Syracuse territory. 














| purchase of a Chevrolet car provides| nating a three-day city-wide —" 


work for 71 men for one day or for|sale which is to be held by our Re- 
one man for 71 days. | tail Division June 9, 10 and 11. 

In keeping with this fact and as| We believe that the staging of 
a part of a campaign to capitalize | similar events throughout the coun- 
the slogan, “Buy to Increase Em-| try within the near future should 
ployment,” the Retail Division of|create a mental attitude which 
the Flint Chamber of Commerce, | would be conducive to better busi- 
the Flint Auto Dealers’ Association, | ness, 
the Flint Manufacturers’ Associa-| FLINT MICH., CHAMBER OF 
tion, the Flint Dairy and Food COMMERCE 
Council, the Allied Construction In- Orren I. Bandeen, 
dustries, and the Flint Zone Sales 


Manager. 
Flint, Mich, 





Truck Association Chief 
Attacks Rail Propaganda 


(Continued from Page 1) 


pay only 13.4 cents per dollar. These 
figures, reduced to an absolute par- 
ity, would again show an increased 
spread. 

“Another interesting point which 
the railroads and their propagandists 
do not bring out is the fact that 
dividends and interest paid by the 
railroads between 1917 and 1930 were 
$14,570,000,000. 

“They also earned $7,000,000,000, 
which was added to plant invest- 
ment, during the years 1923 to 1930, 
inclusive. So during this period, 
from 1917 to 1930, the railroads 
earned $21,500,000,000 on what is now 
a $26,000,000,000 investment. 

“Tt must always be borne in mind 
that the railroads themselves created 
the situation about which they are 
now complaining. During the war, 
at the period of the greatest rush 
of traffic to the seacoast, the rail- 
roads repeatedly urged shippers of 
L. C. L. freight, wherever possible, 
to use motor trucks. 

“For years many shippers and 
groups of shippers in the large cen- 
ters have been urging the railways 
to give this sam~ door to door ser- 
vice, but the railroads have consis- 
tently refused to do so, except in the 
most minor instances and in the 
case of New York, where they did 
attempt to establish a somewhat 
comparable service. 

“They established it, however, not 
to give the shipper better service, 
but to make the motor carrier @ 
solicitor for rail freight. The rail- 
roads refused to recognize motor 
carriers by giving them freight for 
delivery, unless the motor carrier 
could furnish freight for shipment.” 


COMING EVENTS 


JUNE 

8-11—State College, Pa. American S0- 
ciety of Mechanica) Engineers, Na- 
tional Oil and Gas Meeting. 

12-17—White Sulphur Springs, W. Va. 
Society of Automotive Engineers, 
summer meeting. 

20-24—Chicago, Ill. Motor and Equipment 
Wholesalers Association, Edgewater 
Beach Hotel, summer conference. 

20-24—Atlantic City, N. J. American So- 
ciety for Testing Materials, annual 
meeting, Chalfonte-Haddon Hall. 


sidized by the people of the state 
and the nation—this is, of course, 
not true. 

“They say this thing, and others, 
because of orders, Also, undoubtedly 
for the same reason, the term ‘ille- 
gitimate competition’ is usually em- 
ployed. 

“Motor trucks, which are 13 per 
cent. of the registrations in the 
United States, pay 33 per cent. of 
the motor vehicle fees, including the 
amount collected from gas tax. 
These figures should squelch for all 
time the contention that motor 
trucks are not paying their share of 
highway expenses. 

“The taxes paid by motor trucks 
per ton of freight carried are 17.3 
cents per ton. This includes only 
motor vehicle taxes, such as regis- 
tration fees, gas taxes, special taxes 
on ‘for hire’ trucks. In addition to 
these taxes, all the corporate, realty 
and other taxes paid by the indi- 
viduals operating these trucks should 
be counted. There is no possible 
way to estimate the figures on these 
additional taxes, but naturally they 
will increase this 17.3 cents per ton 
figure. 

“The railroads during 1930 paid only 
16.8 cents per ton. As there is no 
Satisfactory way of allocating the 
amount of taxes paid by the rail- 
road on their passenger traffic, as 
against freight traffic, I have not 
attempted to do this. 

“I have simply taken the total 
taxes paid by the railroads for the 
year 1930 and reduced it to a cost 
per ton of freight carried. 

“Obviously, if it were possible to 
divide the allocation of the taxes be- 
tween freight and passenger reve- 
nue, the discrepancy between the 
per ton taxes paid by the railroads 
and those paid by trucks would be 
much greater.” 

The above figures which he pre- 
pared, Mr, Pratt points out, effec- 
tively demonstrate not only that the 
trucks are paying their full share of 
taxes, but that they are in fact bear- 
ing a much greater burden than the 
railroads, in relation to traffic car- 
ried, The figures, he stated, might 
well be borne in mind by truck men 
throughout the country, and used to 


JULY 
S er the “false propaganda being S—France. Grand Prix Automobile 
fostered by the railways in every Race. 
5- 9—Southampton, England. Commer- 


state of the Union.” h 
Other figures which might well be 9-10—Selgham. ShGrand Prix Automobile 
tors and Race. 
nee ~ of camiind chi 17—Germany. Grand Prix Automobile 


Race. 
propaganda, Mr. Pratt believes, are | 20-22—Llandrindod, Wales. Commercial 
figures he has prepared on relation Car Show. 
OCTOBER 


of capital investment to taxes paid 
by railroads and trucks respectively. 
“Fhe taxes paid by motor trucks 
per dollar capital invested in motor 
trucks is 14.77 cents per dollar,” he 
pointed out. “This again is lower) 3- 
than the actual -figures, because it 
only includes the motor vehicle 
equipment, and does not include re- 
alty taxes for garages, equipment 
in repair and maintenance 


8- 7—Washington, D. C. Nationa) Safety 
Council, meeting. 
3- 7—Buffalc, N. ¥Y. Nationa! Meta! Ex- 
osition, 174th Regiment Armory. 
. H. Eisenman, 7016 Euclid Ave., 
Cleveland, director 
7—Buffalo, N. ¥. National Metal 
Congress. Sponsored by American 
Society for Stee) Treating, with co- 
operation of American Society of 
Mechanica! Engineers, Institute of 
Metals and [Iron and Steel Divisions 
of American Institute of Mining 
and Metallurgical Engineers, Ameri- 
can Welding Society, Wire Associa- 
tion. 


“The railroads, on the other hand, 13-22—London, England. Olympia Show. 
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WHERE ARE 


THESE BIG 


AUTOMOBILE MEN? 





(Continued 


thought has been given to the selec- 
tion and training of men who could 
Sell them. Less thought has been 
given to the men who were the fac- 
tory local representatives, i. e., the 
dealers, Almost any one with the 
necessary capital could acquire a 
franchise. So, today instead of hay- 
ing a highly trained sales and mer- 
chandising organization we have a 
great body of men completely con- 
fused and befuddled. We know be- 
cause we're one of them, 

Somehow these times and condi- 
tions remind us of the late and un- 
lamented world war. Allies on one 
side and Germany on the other. 
Both “dug in” and hanging 
Neither side gaining any advantage. 
Along came the fresh American 
army, trained in movable warfare. 
They made a drive here, a sudden 
push there and before long the en- 
tire German front was on the move 
backward. 

General Depression seems to be 
firmly entrenched on all fronts. Po- 
litical barrages, wild economic 
bombings and raids of smooth ora- 
tory do not seem to budge him. We 
believe that conditions in the coun- 
try will not be much better until the 
automobile business is better. We 
still further believe that there is a 
market for the cars in sufficient 
quantity to, at least, greatly improve 
conditions. Why not train this au- 
tomobile army to attack—NOW. If 
necessary let the factories train the 
officers in creative selling and they 
in turn can take charge of the field 
forces. Perhaps, just perhaps, the 
factories will train an army of their 
own, and quietly but efficiently de- 
scend upon certain strategic fronts 
and push the enemy back. After all 
a great many more cars can and 
should be sold than are being 
bought. 

We doubt if one out of fifty deal- 
ers knows the definition of a sales- 
man, and probaby a still less num- 
ber of salesmen, sales managers and 
factory road men will know it. As 





on. | 





from Page 3) 


\long as this business of ours is a 
selling one isn’t it time that we 
learned something about selling and 
| selling methods? 

We think it is time to hold a few 
|} good “pep” meetings—plenty to eat, 


silver. In the grand days of '29 we 
had ’em, and how much more nec- 
essary they are today. Let’s try 
being emotional again. Emotion in 
the right direction has won many a 
|sale. Of course, about everybody is 
emoting today, but in the wrong 
direction. Maybe a grand chorus of 
“Keep the Home Fires Burning,” 
“Pack Up Your Troubles,” etc., will 
change the wailing into something 
more cheerful. 


TOLEDO STEEL PRODUCTS 
MOVES COAST WAREHOUSE 


Toledo, O., June 7—The Toledo 
Steel Products Company, makers of 
Toledo “super-forged” guranteed 
valves and Toledo blue Print bolts 
| and bushings, announces the moving 





of the Oakland warehouse to 528 
Larkin St., San Francisco, Cal. 

The Toledo Valve Warehouse, 
| formerly located at 216 North Ala- 
meda St., Los Angeles, is now at 
1341 South Hope St. in the same 
city. These new locations will en- 
able the Toledo Steel Products Com- 
pany to offer better service to its 
jobbers and dealers on the Pacific 
| Coast. 


IN LARGER QUARTERS 
Worcester, Mass., June 7—The 
| George Motor Company, used car 
| dealer for many years at 668 Main 
| St., announces its removal to new 
and larger quarters at 60 Shrews- 
bury St. George Pemstein, presi- 
dent of the firm, has been in busi- 
ness in Worcester for the past 


a department for automobile re- 
financing. 


music, much singing and rattling of | 


WARNING DEVICES 
FOR ALL N. J. TRUCKS 
EFFECTIVE ON JAN. 1 








Camden, N. J., June 7.—Under a 
recent act of iegislature all trucks 
will have to be equipped with 
devices warning cars approaching 
from the.rear of the intention of the 
driver to either stop, start or turn 
from the direct line of traffic. 

It is known as Assembly Bill 386 


1933. The commissioner of motor 
vehicles may refuse registration to 
owners of commercial vehicles not 
so equipped. 

The law recites that the driver of 
a motor vehicle must first make 


starting, stopping or making a turn. 
He must also make sure no pedes- 
trian is in danger of injury. In 
stopping, starting or making a turn 
he must either by hand or mechan- 





from the rear. 


Where the hand signal is 
vehicle because of its size or its 
load, mechanical devices must be 
used, and these are designated by 
the commissioner of motor vehicles. 


A statement on the bill reads: 





operators of which are unable to 
give any signal, indicating their in- 
tention to turn right, or left, or to 
stop. The safety of the highway 
demands that some mechanical 
signal be made available which will 
be illuminated by night and warn 
the driver coming from the rear, of 
the intent of the preceding vehicle 
to turn or stop. There are many 
signal devices that have the approval 
of the motor vehicle commissioner, 


their operation and the cost of in- 
stallation is very moderate. 
signals would make the highways 
much safer and avert many acci- 
dents.” 


NEW ROCKNE DEALER 


the Meriden franchise for 


Rockne line. 





and becomes effective January 1, | 


Such | 
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most of which are satisfactory in | including 





FINANCIAL NEWS: 


GASOLINE PRICES 

New York, June 7.—The downward 
trend in gasoline prices in the 
mid-continent area has apparently 
been halted and the wholesale-gaso- 
line market is showing a _ steady 
tone, according to advices from 
Houston. Increased shipments, it 


was said, have aided refiners in 
maintaining prices, as runs to stills 
have been above normal. 





| 
Uncertainties with regard to the} 


crude oil market also are disappear- 


ing, according to the dispatches. If 
refinery runs are cut back suffi- 


ciently to prevent a further weaken- 
ing in the gasoline market, it is be- 


lieved crude prices will remain firm | 
sure he is operating with safety in}throughout the summer. If produc- | 
tion is brought to a lower level, it is| 
advance in} 


thought that another 
price would materialize. 
Gasoline demand is reported to be 


running somewhat below that of last | 
ical device warn cars approaching| year but the industry is expected 


to make a better financial showing 


not|on its present volume of business 
visible from the rear of a motor| than was the case last year. 





WESTON ELEC. INSTRUMENT 

New York, June 7-—Weston Elec- 
tric Instrument Corporation and 
domestic subsidiary company report 


“The highways have become so;for the quarter ended March 31, 
burdened with many vehicles the | 1932, a net loss of $40,517 after 


taxes, depreciation, etc., compared 
with a net income of $60,644 for the 
first quarter of 1931. Net the first 
quarter of 1931 was equivalent to 53 
cents a share on the Class A stock 
and 28 cents a share on the com- 
mon. 

The consolidated statement showed 


current assets of $1,965,438, includ- | 


against current 
This compares 


ing $376,191 cash, 
liabilities of $89,741. 


with $1,770,531 current liabilities, 
$249,892 cash, against 
$107,634 current liabilities as of 


December 31, 1931. 


BENDIX AVIATION 


Chicago, June 7.—In a report filed | 
with the Chicago Stock Exchange, 
the Bendix Aviation Corporation 
Meriden, Conn., June 17.—Alder-| showed a profit of $26,364 after de- 
fifteen years, specializing in used|man Motor Company, 31 Pratt St.,| preeiation and interest, but before 


cars. This company also maintains | Studebaker dealership, has acquired | Federal taxes, for the quarter ended 
the | March 31, 1932. This compares with | for sales of tickets for transporta- 


a net profit of $798,657 after depre- 





ciation, interest and Federal taxes, 
in the first quarter of 1931. 

The 1931 figures, which included a 
non-recurring profit of $221,000, 
were equal to 38 cents a share on 
the 2,097,454 shares. 


S. 0. OF KANSAS 


New York, June 7.—The Standard 
|Oil Company of Kansas reports a 
net loss of $130,556 after charges 
and adjustments for the quarter 
ended March 31, 1931. Gross oper- 
ating income was $481,293. Expenses 
and taxes of $523,854 brought oper- 
ating loss of $42,561. 

Charges for depreciation, obso- 
lescence and_ retirements were 
$122,298; other income, $19,892; non- 
recurring charges, $31,345. This left 
a loss of $176,312, but adjustment of 
inventories, to lower of cost or mar- 
ket, cut net loss to $130,556. 









| HUMBLE OIL 

New York, June 7.—The Humble 
Oil & Refining Company, which is 
controlled by Standard Oil of New 
| Jersey, will pay off on July 15, 1932, 
the 5% per cent. debenture bonds 
maturing on that date. At the end 
of 1931 there was a total of $22,761,- 
000 of this issue outstanding. 

The company has also outstanding 
$20,193,000 5 per cent. debenture 
bonds, due in 1937. 


WESTERN AUTO SUPPLY 
Kansas City, June 7.—Western 
Auto Supply reports May sales of 
$983,000, compared with $1,191,000 in 
May last year, a decrease of 17.4 per 
cent. For the first five months gross 
sales were $3,645,000, against $4,506,- 

700, a decline of 19.1 per cent. 


GREYHOUND BUS AWARDS 
MADE TO PUBLIC SERVICE 
Newark, N. J., June 7.—Announce- 
ment is made by the Greyhound 
'Management Company, operator of 
the Greyhound bus lines, of the 
awarding of a $50 grand prize to the 
Public Service ticket office located 
on the Concourse at Newark Ter- . 
minal. To this office was also 
awarded a quota prize for equaling 
the quota for the three months’ 
duration of the contest and, in ad- 
dition, the office got fourth prize in 
Class A of the March sales contest. 
This last prize is a three-division 
round trip pass over Greyhound 
lines. All these prizes were awarded 


1 





tion over Greyhound lines. 








Cumulative New Passenger Car Registration Statistics, May, 1932 


Returns for today: Delaware, NorthDakota, West Virginia, and Wisconsin 





States 


Auburn 








__AUBURN GROUP _ 





Chrysler 


CHRYSLER GROUP 





















FORD GROUP 











Cadillac 
Chevrolet 












































GENERAL MOTORS GROUP 










Oldsmobile 
























Delaware | 1| | 1] 11| 1| 2| 32| 52| 87| 1| 88| 20) 5| 145] 3} 15] 207 
Mlinois | 62 3| 65 | 181| 248 230| 1158) 1817 | 1150) 29 1179{ 302 51| 2267 41275] 391| 3327 
North Dakota | 1| ] 1| 3| 5| 12; 44 64| i6i; ~=2 163] —_—_—‘16| [__-258) | _ 14] 21 309 
West Virginia | 5| 1| 6| 19 28| 28) «149 224, «i128 2| 130] 27| 4; 428) 2 15| 75| 551 
Wisconsin —™ 19) 19} ~—«89) 66) 78| 417] 650 332) 3| 335 149) 11; —«:1062/ 5| 79 187| 1493 

Line Total | 88| 4! {| _-303|_—— 354) 350) _—«1800 | _ 1858) 37 {__514| 71; __ 4160) 51| 398] ~——_—693| 

Group Total | | | 92 | | | | | 2807 | ] | 1895 Bo TS et 
Delaware, 1931 | 6| | 6| 31| 7 4| 7| 49 | 245 | 1| 246 | 49] 6| 215 3 13 1 
Hlinois, 1931 =| 445| 36) 481| 466) 233 554| 178 1431| 4557) 49) 4606 | 684) 117| 4185 98| 621| 996| 6701 
North Dakota, ’31 | 8| 8] 29| 5| 42| 37 113 | 330| 330 | 29) 1| 424 | 16 66) 536 
West Virginia, ’31| 43| 2 45 | 98 | 27| 94) 79| 298 | 794| 1 795 | 60| 7-772) 8| 50| 172| 1069 
Wisconsin, 1931 | 48| t 212 111| 272 178] 773 1844 | 6| 1850 329) 29) _-2502/ 24| 239) 514| 3637 

Line Total, ’31 650 43| 836| 383| __ 966 479| 7770| 57 1151| 160| 8098] 133; 939} —_:1795| 

Group Total, 31| | | 693 | | | | | 2664 | | 71827 | | | | | | 12276 









States 





Delaware | 8 1| 
Illinois | 133[ 73 
North Dakota | 8 4| 
West Virginia | 35/1 
Wisconsin _ = a 





Line Total 











Group Total 
Delaware, 1931 __| 22| 4 
Tilinois, 1931 | 324|_—— 119 
North Dakota, ’31| _10| 7 
West Virginia, ’31| 49| 18| 


Wisconsin, 1931 
Line Total, ’31 622) 
Group Total, 31| | | 

*Not in production. 









| | l 


Studebaker 











9| l 7| 10! 
206 | 35, 132| 205] 
iz; | +15 #9 
oo .hOUn-lc 12| 
101 4 56| 66| 








374 | | | | 
26 | | | 6 
| Shain 
av | sa 
67 | | | 31; 


STUDEBAKER GROUP 






























WILLYS-OV’R’D GR’P 









NON-AFFILIATED MANUFACTURERS 





Franklin 
Hupmobile 





























































17| 3) 3| : ; 1| 2| | 9| ee 
372] 169] 22 191 14| 8} 109) 87, +5; +181) ~—-83|_— 29} 28 | 7,701 
24) 2) —C«d 23 | " | 1| as Re ee 
44, -51,—S si] C ti(iti‘é‘C SY 2| 20)" 5] | 26, sa 3| 4| 1,128 
126, 104, +10) ~——«114 13| 1 45) 19 | 141 18 10| 18 3,103 
583 | | | 387 29| 9} 176 | 119 6] 362} 114, 42) 58] 12,940 
6| 11 4\ 15 | 1 1| 3 Gc ae ae 8| 706 
391) 273, 42; 315] ‘32; —2if —«Ai0|—S 1:75 28,331; S124] 41] 99] 15,329 
24| Gj a] 0 9| 5| 5 | a 
31) (1165, +11; 126) 3 | 25) 13) 4,36] S13] SS] 2,542 
08 331; +21; 252 3) 24| 19] 42 7,711 
696| 82! | | | | | | | | 
660 | l l 778| ‘121 24, 232) 248/ 52] 588} 169, 66| 167] 27,425 








New Dealers 
Appointed 


MINNESOTA 
Rockne—C. J. Ahlers & Co., Red 


debaker Sales Company, — 
Saineeepotie: Young Motor Com-| Auburn 8-100 | Ste No|K-S Ele|Cha USL | Ste Cas | Dev —.| Mur Cor | Cor t oh — |Cen Cen | Day *Del 
pany, St, Paul; Johnson Motor|Auburn 12-160 | Ste No|K-S = —|Cha___USL | Ste__Cas | Dev — | Mur Cor | Cor | Cen Cen} Day _*Hou 
Company, Fergus Falls; Coventry Austin | NE No | K-S BS | Cha ~ USL | No No | No No | Duc No! No we | -No | | Cen Cen | No Own 
Super-Service, Wilmar; Peter Grib- | Buick 32-50 AC = | AG —1AC PR No | — —|Duc Gui | Gui §Lof}— | — — | K-H *Del 
ben, Lanesboro, Buick 32-60 AC — | AC — | AC DR | AC No | — — | Duc Gui| Gui §Lof|— |— — | K-H *Del 
Reo—Dettwiler & Stark, St. James. | Buick 32-80 } AC — | AC ao ) AG DR | AC —|— —]} Duc Gui; Gui §Lof;|— | — an | Sot *Del 
MONTANA Buick 32-90 jac —/ac  —{AC  pDR/jac  —I-— —| Duc Gui| Gui SLof|* | — —|K-H  *Del 
Rockne—J. M. Gabel, Helena; | Cadillac 370 B | AC Jag | AC DR | AC DR | AC Cas | — —'— Gui | Gui LOF = | Eat Eat | K-H *Del 
Nash Garage Company, Kalispell. | Cadillac 452 B AC Jag} AC DR | AC DR | AC Cas | — —|-— Gui} Gui LOF;|— | Eat Eat | K-H *Del 
NEBRASKA Cadillac 355 b | AC Jag | AC DR | AC DR_ _AC 7 Cas | — —_|— Gui | Gui _LOF |}— | Eat Eat | K-H *Del 
Rockne—Gibbs & Fleming, Grand | Chevrolet | AC =i ___DR | At AC _ a =n § _Tern = | Due Gui | Gui_ fLof | Own jOwn Own | Own Del 
Island: W. J. Schneider, Ithaca. _| Chrysler 6 fe No | Yes = | — | Yes Cas | No No | — —|— sDup/* |— — _ 
| NEVADA Chrysler 8 = — | Yes -|- Wil | Yes Cas | No No | — —|— sDup/* |— —|— a 
ae a ee , | Chrysler Imp.8 | — Yes | — —|— Wil | Yes Cas | No No ~ —{— sDup{/* t— —|— — 
_Rockne- Parker Motor Company, Chrysler Im. 8 Cus.| — Yes | — —|— Wil | Yes Cas | No _ No | — —!— e‘puni* |{— —|— _ 
Elko pn Cord Front Drive | Ste No | Mot-M DR|Cha  USL|Ster Cas |GR (No | Mur Ind| Ind __—|No | ASP ASP | Day Hou 
Rockne—Pope's Garage Penacook. | De Soto Six | NE No| Mot-M DRI/AC Wil | Yes _—‘f¥es |§¥Yes_—_—‘$¥es | Duc Cor | Hal SDup| No | Yes Yes | — ‘Del 
. NEVADA | Oe Vaux 6-80 | Ste__No | Mot-M Yale | Cha Nat | Mot- t-M No|No _No| Duc_ JB 5B | Ji JB —|No | Gen Gen | Motow “Hou 
temdebaker — Howser Brothers | Dodge Six j= t | AC DR|AC Wil | AC * | VS _ Ditz Cor; Cor #/* |§ § | Budd Del 
‘ — aker - ‘ ' Dedge Eight |— t | AC DR | AC Wil | AC t | Vs No | Ditz Cor | Cor $|° | Eat Eat | Budd Del 
allo: ae =~ ; rr v7. SEE ee Poe Sp a Oe ne 
. NEW JERSEY | Sena Gr. Su. 6 | Ste No | Mot- M Ele | AC _Ex K-S Cas | Yes - No ce ied JB JB Dup | No hall MotoW *Mon 
aehems. eles a. sneer M tor ord A | Own No| | Yes Hurd | Cha Own | No —|8 | Own Own! — Yes |— | Yes Yes | _ *Hou 
Page cong: mes : Ford me V-¢ ss Own Mo| ve =F Hurd | Cha Own _— |'s te — | own Own | — Yes ea Yes Yes | -- *Hou 
Siudebaker—Siebelts Motor Sales, Franklin Airman | NE Borg | Yes — | Cha Nat | No Cas | Yes “Yes |** —j— LOF|No|Yes Yes|No  .*— 
Union City; Franklin-Rockefeller | Franklin V 12 | NE_ Borg | Yes = —/{Cha_ Wil | No Cas | Yes No | ** Yes | Yes Yes |Noj| Yes Yes | No *Yes 
Motors, Inc., Morristown. | Graham 6 NE _- -S Her | Cha Wil | K-S No | Yes No | * ~ Hal | Cor LOF | No |tASP +ASP | MotoW Del 
Rockne—Becker’s Garage, Wood- | Graham 8 | Ste — K-S Her | Cha Wil | K-S No | Yes No | * Cor | No $SLof {No |fASP +ASP | MotoW ‘Del 
bine; Hillside Auto Sales, Inc., Hill- a Hudson Gr. 8 | Ste — |Mot-M Ele| AC ¥#4Ex|K-S —1|vYes  xYes |) Ter Hal Hal Dup_ TNo |? }. + MotoW °*Gab 
side; Goodwin Motor Corporation, Hupmobile 216 | Ste No | Mot-M Ele| Cha  Wil| Mot-M No| VS No| Var Hal| Hal §Dup| No | ASP ASP | Moto-W *Gab 
Ridgewood; East End Garage, €nR | Hupmobile 222 | Ste No | Ste Ele | Cha Wil | Ste No | vs No | Var Hal} Hal §Dup|No | ASP ASP | Moto-W *Gab 
Gro. NEW MEXICO Hupmobile 226 | Ste__No | Ste Ele | Cha Wil | Ste Cas | VS No | Var Hal! Hal §Dup!No | ASP ASP ! Moto-W *Gab 
tie Saas tile ee a a RR LAC DR AC Cas|—  —] — Hal | Hal LOF |— | Eat Eat | K-H Del 
aa o“s| Lincoln V 8 NE Wal|K-S Oak | Cha x | Mot-M Cas/| ff {|*  Hal| Own $j|No | Bif Bif| Own ‘Hou 
P NEW YORK Lincoln 12 | NE _Wal| K-S Oak | Cha Ex | Mot-M Cas | . f}|— Hal|/Hal ${No |Gen Gen|Own ‘Hou 
om [ - a —— 8-125 | NE tJag | AC DR | Cha Nat | AC — | GR =i Cor | — ala Tae Eat | Day *Gab 
oan, i " ienneeate Roman | eres 1 AO. ee | AO DR | Cha Ex | Mot-M_ Cas | VS vs | * Hal|—* —i— | Eat Eat | Moto-W *Hou 
Motor Sales, New Hartford; Lech- = Big 6 | Ste" No|K-S  er|AC USL | K-S No|* No |* Cor| Cor §Dup | No. Bad Bad | Motow “Del 
her Motor Car Company, New York; Nash Stand. 8 | Ste No | K-S Her | AC USL | K-S No | * No | * Cor | Cor $Dup | No Bad Bad | Motow ‘Del 
George M. Murray, Ogdenburg; M.| Neon epeclal'8 | Ste |No|K-S  Her|AC USL|K-S = No | * No|* Cor| Cor $Lof| No | Eat Eat | MotoW *Del 
g. Cosentino, Seneca Falls; M. J.| nor ae. 8 | Ste Borg | K-S DR | AC Ex|K-S Cas | * No|* Cor! Cor $Lof| No | Eat Eat | Motow ‘Del 
Cosentino, Geneva; John D. Killian] 7 ash Ambas. 8 __| Ste Borg|K-S_ DR{|AC  _Ex|K-S_Cas/* —__No No|* Cor/| Cor $Lof| No | Eat Eat | Motow *Del 
Auto Company, Tompkinsville. ae F 32 | AC No | AC BS | AC DR | AC Yes | Tern No] D Duc Gui| Gui §Lof|— | Own Own | K-H *Lov 
Rockne—Meir Motors, Inc., White smobile L 32_| AC No | AC BS | AC DR | AC Yes | Tern Duc Gui | Gui §Lof'— | Own Own|K-H ‘Lov 
lains: Manten Sales and Service,| Packard Stan.8 [NE Jag | K-S Yes | AC Pre | Mot-M Cas | Yes | Yes|— va —  Hal| Yes LOF; No | Eat Eat | Motow ‘*Del 
nc., Larchmont; People’s Garage,| Packard DeL. 8 | NE Jag | K-S Yes | AC Pre | Mot-M Cas | Yes Yes = Hal | Yes LOF ! No | Eat Eat | Motow ‘Del 
lens Falls; Glen J. Harvey, Lake | Packard Light 8 | NE No/| Yes Yes | AC Pre | Mot-M Cas | Yes Yes|—  Hal/| Yes Lof|No | Eat Eat | Motow ‘*Del 
lacid; Bert O'Hara, Brewster; H. | Packard Twin Six! Wal Wal | Yes Yes | AC Pre | Mot-M Cas | Yes Yes -- Hal | Yes Lof | No | Eat Eat | Motow ‘*Del 
Johnson, Lewis; Brewster Ga-| PeerlessMast.8 | AC Ster | Mot-M Yale | Cha Wil | M “Gas | GI “Wo | Val _ ; Gak 
- | Mot-M Cas | GR No | Val Cor | Cor Dup, — Eat Eat | Day Gab 
gage, ee a7 Nash Motor Peerless Cust.8 | AC Ster | Mot-M Yale | Cha __Wil | Mot-M . Cas | GR __No!} Val oo | Se Dup | — Eat Eat | Day _Gab 
Se mts I Chapman —— Pierce- Arrow oe [a Borg | K-S Her | Cha Wil K-S Cas | Wood Wood | * Gui | Gui Dup No | Eat Eat |K-H  *Del 
lexander Thomson, Lake George: | ptrceArrow 52 | NE Borg|K-S Her~| AC Wil K-S Cas | Wood Wood|* Gui! Gui Dup|No | Eat Eat | K-H ‘Del 
{risa D. Havens & Son Schenee. | Peree-Atrow 83 | NE Borg |K-S Her | AC Wil K-S_Cas|VS S| * Gui! Gui Dup| No | Eat Eat | K-H__*Del 
Fad: | Siymouth _| NE +/Y¥es —DR A — _ Wil | Yes ——_—No || Yes No | Duc Cor |Co sDup|No | Eat Eat: t Del 
OHIO | Pontiac 6 AC No | AC DR|A DR | AC No | Tern Tern | Due Gui | Gui §Lof|— | Gen Gen |K-H ‘Lov 
Graham-Paigs—J. W. Winters, | Pontiac V-8 AC No | AC ‘DR | Ac / DR | AC No | Tern ‘Tern | Duc Gui | Gui §Lof Gen Gen | K-H *Lov 
‘New Philadelphia; J. W. Winters, | Reo “S”~ Ste No | K-S DR | Cha Wil | AC No | Yes No|*t | —j/|Gui No| No |CG CG|MotoW Dei 
Dover. | Reo Royale Cust.' Ste Elgin | K-S DR | Cha Wil | AC Cas | Yes No | f Gui | Gui t!|No !CG CG | Motow Del 
Rockne—Hester & Son, Washing- | Reo Royale | Ste No! K-S DR | Cha Wil | AC Yes | Yes No | t Gui| Gui —j{|No CG CG | Motow Del 
ton Court House; Bolin-Perkins Mo- Reo 825 ___|Ste —iK-S __DR|Cha_ Wil|AC Yes | Yes No | ft — {Gui _t|No CG CG | Motow Del 
tor | Comps any, Bethesda; N. T. Pek Rnckne 0-65 | Ste ue | K-S Aut-L | Cha Wil | K-S— — | Yes No | * Cor | Cor $Lof | No | Eat Eat |K-H Del 
=  : ved = ee ee w.| Keckne 6-75 | AC vo | K-S Aut-L | Cha __Wil| K-S~ = —!Yes__—siNo|* Cor | Cor §Lof | No | Eat Eat | K-H Hou 
Sechman, Bellevue; Bawarés-hier-| cen | oe Noy AC DE [Cha Wil | Ste “No | Yes —|* Cor, Gui $") No | Eat Eat | K-H Hou 
¢hant Motor Company Granville; | Studebkr Dict. 62 Ste No | AC DR Cha Wil | Ste No | Yes —j|* Cor | Gui $ | No - — | K-H Hou 
Szain Garage. Conneaut: the Franks | se Com 72) Ste No | AC DR | Cha Wil | Ste No | Yes —|*  Gui;Gui ${No | Eat Eat |K-H ‘Hou 
lin ¥: icamaiee Gammenn Youngs- | ——— Studeb’r Pies. s. 91/ Ste Borg ! AC DR | Cha Wil | Ste Cas | Yes —j}* Gui ; Gui $ | No Eat Eat | K-H *Hou 
town. : 7 7 | Stutz LAA | Ste Wal | Mot-M~ DR | Cha Nat | Mot-M Cas | No Lin |* Cor| Cor Dup|— | Buck Buck | K-H Gab 
Reo—Cabassa Motor Sales, Al- | Stutz MA | Ste Wal! Mot-M Her | Cha Nat | Mot-M Cas | Lin Lin | * Cor | Cor Dup! — Stan Stan | K-H Gab 
Jiance; Noecker Motor Company, | Stutz MB | Ste Wal | Mot-M Her | Cha Nat | Mot-M Cas | Lin Lin | * Cor | Cor Dup | — Stan Stan | K-H Gab 
Circleville Stutz DV 32 | Ste Wal | Mot-M _Her | Cha Nat | Mot-M_ Cas ! Lin Lin | * ___Cor | Cor Dup;— |! Stan Stan | K-H Gab 
OKLAHOMA | Wiige-< Over. oe 1 = on | | Yen aes li Che USE | ta = _ No |—  Yes| Yes $Lof| No |7 ~~} | K-H Mon 
ee ee ae y er O| 266 ut-L | Cha US e o | Yes No | — Yes | Yes §Lof | No t | K-H Mon 
ua 7 | Willys-Knt. 66 D | NE Wal! Yes Aut-L | Cha USL | Yes Yes | Yes No|— Yes! Yes Lof! No + | K-H Mon 
Rockne—Leo Moorhead, Ardmore; — “Bat. % | NE No| Yes  Aut-L | Cha USL | Yes No | Yes No | — Yes | Yes §Lof | No | + | K-H Mon 
L. K. Forrest, Stratford; Auto Te = — ee er 
mecking ¢ y Pre—Pres-O-Lite Co., Indi lis, Ind. STOP AND P NG LIG ; $ PRS 
ee - — or KEY TO spanavATOn Seo ° Cor~The a ceaaieeee Boog my Ciu- Del own Te ee oO. 
; ae ee . sinnati, O. : Gab—The Gabriel Company, Cleveland. 
OREGON US D IN H S TABLE Using USL and Delco Remy Ps wer = ay Lamp Corp.. Anderson, Ind an-oiaae ‘Eecinsertr Garp. Battal. 
Rockne—Acme Motor Company, | HEAT INDICATOR Hal—C. M. Hali Lamp Co., Detroit, Mich Mon—Monroe Auto Equip. Mfg. Co., Mon- 
SPEEDOMETER AC—AC Spark Plug Co., Flint, Mich Ind—Indiana Lamp Corp., Connersville. roe, Mich 


lamath Falls; Marshfield Motor 

ompany, Marshfield; Felix Motor 
Sales, Bend. 

PENNSYLVANIA 

Rockne—Miller’s Garage, Palmer- 
ton; John A. McDonnell, Coaldale; 

ronimink Sales and Service, Drexel 
fin: Carl Muehlholf, Berwick; 
Quigley Brothers, Bally; Mervis Mo- | 
Homestead; S. P. Kohl- 


tor Sales, 

man, Monaca; C. C. Smith, New 

Brighton. 
TEXAS 


Studebaker—J, B. Brockenbrough, 
Freeport. 
Rockne—Studebaker Sales Corpo- 
ration of America (retail), Dallas. 
UTAH 
Rockne—Harold Bullock, Coal- 
ville; C. & P. Service, Duchesne, 


VIRGINIA 


Rockne—F. M. Rinker, Mount 


gackson. 
WASHINGTON 
Graham-Paige — Colfax Motor 
Company, Colfax; C. M. Hall, Walla 
alla, 
Rockne—Carpenter’s Garage, New- 
port. 












| K-S—King Seeley Corp., Ann Arbor, 
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Wire Wheels 


























































AC—AC Spark Plug Co., Flint, 
NE—North East Appliance Corp. 
Ste—Stewart-Warner Speedometer Corp. 
Wal—Waltham Watch Co. 

Var—Various makes. 


Mich. 


CLOCK 
Borg—The Geo. W. Borg Corporation 
Elgin—Elgin Watch Co. 
Jag—Jaeger Watch Co., New York city. 
Ster—Sterling Clock Co., La Salle, Ill. 
Thom—Seth Thomas Clock Co 
Wal—Waltham Watch Co., Waltham, Mass 
*Optional. 
{Extra equipment. 
FUEL GAUGE 
AC~—AC Spark Plug Co., Flint, Mich 
Mich 
Mot-M—Moto Meter Gauge and Equipment 
Corp., Long Island City, N. Y¥., and La 
Crosse, Wis 
LOCK 
Aut-L—Electric Auto-Lite Co., Toledo. 
BS—Briggs-Stratton Co.; Milwaukee. 
Ele—Mitchell Specialty Co., Holmesburg, 


Pa. 
DR—Delco-Remy Corp., 
Her—Hershey Mfg. Co., Chicago. 
Hurd—Hurd Lock Co., Almont, Mich. 
Qak—Oakes Products Corp., Chicago, Ill. 
Sha—Shaler Lock Co., Milwaukee, Wis. 
Yale—Yale & Towne Mfg. Co. 
SPARE PLUG 
AC—AC Spark Ptug Co., Flint, Mich. 
Cha—Champion Spark Plug Co., Toledo, O. 
BATTERY 
DR—Delco-Remy Corp. 
Ex—Electric Storage Battery Co. 
Nat—National Lead Battery Co., St. Paul. 


Anderson, Ind. 








K-S—King Seeley Corp., Ann Arbor, Mich nd 
Mot-M—Moto Meter Gauge and Equipment | JB—The Jno. 
Corp., Long Island City, N. ¥., and La| Columbus. O 


Crosse, Wis | *Using both Hall or Guide 
Ste—Stewart-Warner Speedometer Corp **Using both Corcoran and Brown. 
Ster—Sterling Clock Co., La Sale, Ill SAFETY GLASS 

CIGAR LIGHTER LOF—Libbey-Owens-Ford 
*Cigar lighters in many cases are optional! 


Dup—Duplate Corp 
equipment, and are not standard on al! | sOptional 


models; the names of lighters shown in- | +Extra equipment 
dicate the makes supplied to various car | $Using both Libby-Owen-Ford and Duplate 
makers. HEATER 
Cas—Casco Products Corp., Bridgeport. 
Conn. Kel—Kelch made by Grand Rapids Metal- 
NE—North East Appliance Corp., Roches- | craft Corp, Grand Rapids, Mich. 
ter, N. ¥ *Special equipment at additional cost. 


BUMPERS 


ASP—Alloy Steel Products 

Bad—Badger Mfg. Corp., 

Bif—Biflex Corp., Waukegan, 

Buck—See Cen. 

CG—C. G. Spring and Bumper Company 

Cen—Central Brass & Fixture Co., Spring- 
field, O. Also makers of Buckeye bump- 


tExtra equipment. 

SMOKING AND VANITY SETS 
Dev—Deviro. 
GR—Grand Rapids Metalcraft Corp. 
Lin—Linden. 
VS—Van Sicklen Corp.. Elgin, Ill. 
Tern—Ternstedt Mfg. Co., Detroit, Mich. 
Cuno—Cuno Engineering Corp., Meriden. 





Milwaukee 
Il. 


Conn ers. 
Wood— Woodcraft. Eat—Eatop Axle and Spring Co., Cleve- 
*Various makes land, O 


Gen—Genera! Spring and Bumper, Detroit 

Stan—Standard Stee! Spring Corp. 

tExtra equipment, 

*Optional 

§Standard equipment at additional! cost. 
WIRE WHEELS 

Budd—Budd Whee! Co., Detroit. 

MotoW—Motor Whee! Corp., Lansing, Mich. 

Day—Dayton Wire Wheel Co., Dayton, O 

K-H—Kelsey-Hayes, Detroit, Mich. 


§De Luxe models only 
‘Using both Woodcraft and Van Sicklen 


BUDY FINISHES 


Ditz—Ditzler Color Co., Detroit, Mich. 

Duc—E. I. du Pont de Nemours & Co.. 
Philadelphia. 

MIM—Pittsburgh Plate Giass Co. 

Mur—Murphy Varnish Co., Newark, N. J. 

Rin—Rinched Mason Co. 

Val—Valentine & Co., New York city. 

*Various lacquers used. 

tUsing both Ditzler and Pratt & Lambert. 


orp. 
**Using both Duco and Valentine, tNot standard equipment. 





W. Brown Lamp Mfg. Co., | 

3 LEGAL OBJECTIONS 

| TO PROPOSED HIGHWAY 
TOLLS IN NEW JERSEY 


Trenton, N. J., 
legal objections to the 
tolls be charged 


| 





*Equipped with ride control 


highway route 


Jersey City were given by Assistant 
Attorney General Bacon in an opin- 
ion to the State Highway Commis- 
The opinion was indorsed by 
Attorney General Stevens. 

The objections were the legislative 
policy respecting the free use of the 
state highway system, provisions of 
the bond act which were approved 


sion. 


by the voters 
Federal funds 


construction, The Federal act, under 
which aid has been granted, provides 
that 
which Federal money shall be ex- 
SCs both Kelsey-Hayes and Motor Wheel | nended shall be a free public high- 


specifically 


way. 




























June %7.—Three 
proposal that 
on ithe diagonal 
between Newark and 


and contributions of 
toward the cost of 






any roaa upon 
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Gumming Characteristics 
of Gasoline’ 


By OSCAR C. BRIDGEMAN 
Bureau of Standards 


*A paper presented at Mid-Year Meeting 
of American Petroleum Institute. 


The precise nature of the un- 
stable constituents in gasolines is 
not known, and no direct method 
is available for measuring the 
amounts present in any gasoline. 
Since the presence of these con- 
stituents is made known through 
gum deposition in the engine, a 
process of evaporation suggests it- 
Self as an indirect laboratory way 
of measuring the amounts of un- 
stable constituents present in the 
gasoline. In order to be satisfac- 


tory, such a laboratory method must | 
give results which mean something | 


in terms of gum deposition in the 


engine; and the closer the method | 
comes to simulating manifold con- | 


ditions, the better are the chances 
that the results will be significant. 
Evaporation in the manifold takes 
place in a stream of air of varying 
velocity over a considerable range 
of temperatures and during a very 
brief time interval. In the labora- 
tory, therefore, choice of a method 
in which the gasoline is evapor- 
ated under an air jet seems ap- 
propriate. To be significant, how- 
ever, the effects of time of evapora- 
tion and of temperature should be 
evaluated. 

In a previous paper, a large vol- 
ume of experimental data was pres- 
ented showing indirectly the effect 
of time of evaporation. Since it is 
difficult to control this factor di- 
rectly, the procedure adopted was 
- to evaporate various volumes 
(ranging from 10‘to 90 ml.) of each 
gasoline on the steam bath by the 
air-jet method. Variations in the 
weight of residue, computed back to 


100 ml. of gasoline, were then in- 
dicative of the effect of evaporation 
time on the measured gum content. 
It was found that the data on each 
gasoline could be represented with- 
in experimental error by an equa- 
tion of the type: 


W=b (100 + V) (1) 


where W is the weight of the gum 
computed on a basis of 100 ml. V 
is the volume evaporated in ml., and 
b is a constant for each gasoline. 
The agreement between the ob- 
served weights of gum—obtained on 





Mo oF Gum. Ons 








Me oF Guw Care 


Air-Jet Volume Series 


FIG. 1 


the evaporation of various volumes 
of a number of gasolines—and the 
values computed from equation (1) 
using the appropriate value of b 
for each gasoline is shown in Fig. 1. 

It is obvious from equation (1) 
that the relative gum contents of 
any two gasolines, obtained by 
evaporating equal volumes, are in- 
dependent of the particular volume 
evaporated, since 100+ V is the same 





(Continued on Page 8) 


TABLE 1 
Gum Content Values in Air Oven-Jet Series 
Observed Smoothed Observed 


(Deg. C.) Milliters 
70 25 


MN ORO AH HORA AHNWATIAE HOR OAH HM HORATAKMYN WO AAAK HO OROAHH CORA AH DO RH 


Average delta equals 0.7 mg. 


Gum 
25.3 
11.9 
10.2 

5.5 
3.0 
1.7 
66.8 
24.6 
22.5 
13.5 


31.3 
16.0 
8.6 
6.5 


Gum Delta Smoothed. Ratio. 
27.0 —1.7 1.00 
11.3 0.6 0.42 

8.9 13 0.33 
4.9 0.6 0.18 
2.5 0.5 0.091 
iy 0.0 0.062 
65.0 1.8 
27.3 —2.7 
21.5 1.0 
11.7 o8 
5.9 —0.4 
4.1 

112.0 
47.1 
37.0 
20.2 
10.2 

6.9 
25.0 
10.5 

8.2 

45 

2.3 

1.6 
57.5 
24.2 
19.0 
10.3 

5.2 

3.6 

105.5 
44.4 
34.8 
19.0 

9.6 

6.5 


—0.9 
13 


10.4 


” 
“ 


45 
2.3 
1.6 
20.0 
5.6 
3.8 
32.0 


8.8 
6.0 


To eliminate the existing state of 
confusion in the truck and bus 
field resulting from the use of so 
many valves to meet the require- 
ments of various types of rims and 
wheels, rim spacings, brake-drum 
widths, diameters, etc., a new stand- 
ard valve has been developed, tend- 
ing toward simplification of this 
condition. 

In this new standard only one 
valve will be used in any cre size 


Fe ee ad 


Ce Renn ee 


tube, a total of five valves being 
necessary to meet the requirements 
of existing standards, replacing 
twenty-two straight single-bend and 
double-bend valves in the entire 
bus and truck line. 

In order that this type of valve 
may be properly converted in the 
dealers service department, it has 
been made of a special alloy and 
tapered to facilitate bending with- 
out injury. 

These valves, together with the 
bending tool for conversion into the 
various forms necessary, are sup- 
plied by the .Dill Manufacturing 
Company. 


EXPANDO SALESMOBILE 


The Expando Company has devel- 
oped its Salesmobile for a number 
of new uses. This is an automobile 
bedy that expands for the accommo- 
dation of stock or samples, so that 
the salesman carreis with him on 
the road a complete collection of the 
products he is trying to sell. These 
bodies are also used by companies 
for the distribution of parts and 
materials. Another company uses 
the salesmobile to carry a complete 
stock of the tools that it manufac- 
tures. In some cases these bodies 
are used as actual shops and goods 
are sold to customers from the 
vehicle. 


SPRING ASSORTMENT 


pany is putting out a new spring as- 


tt 


Production -- Engineering -- Factory 


VALVE SIMPLIFICATION | Powerflex Gri 
DEVELOPMENTS ex Grinder for 


met 7 


Service Stations 


* 


The Mall Tool Company an- 
nounces, in addition to its regular 
line of flexible shafts, a sturdy yet 
light weight flexible shaft grinder 
for body shops, repaint shops, ga- 
rages and polishing and reluster- 
ing stations, 

This equipment has a 1/3 horse- 
power motor with overload avail- 
| able of 1%4 horse power. It operates 
|from any A, C. light socket and is 
| equipped with a % inch diameter 
| by 5 foot Mall flexible shaft. 

The hand spindles which are 
available are the angle type for 
|disk sanding body panels, doors, 
etc., or straight type for fender work 
etc. They are all ball bearing con- 
structed. The angle spindle which 








|hot water car heaters has recently 


A new development in motors for | 


has bevel gears is available in speed 
ratios of 1 to 1 and 1 to 3, the slow=- 
er speed being for polishing and re- 
lustering operations, 

A feature in the design of this 
equipment is the stand on which 
the motor is mounted, it being of 
tubular construction, light of weight 
and electrically welded for rigidity. 
The stand is designed in such a 
manner that it can be used in three 
positions; either as a floor pedestal, 
as a hanger bail for ceiling suspen- 
sion or can be used on a bench for 
tire buffing, etc. 

The unit is shipped complete with 
ten foot extension cord and motor 
switch and has a large assortment 
of attachments available for use 
with the machine. 


Vacuum Air Motor 


to an electric motor driven fan on 


;the low speed position. At speeds 


been announced by The Delta Cor-| lower than 35 miles an hour. this 


poration, This is called the Delia 


advantages are claimed for it. This 
new motor operates from the intake 
manifold and not from the battery. 
Due to its frictionless construction 
| and centrifugal action, the air motor 
continues to operate the fan during 
its 


gine acceleration and 


: |air motor has excess power to oper- 
vacuum air motor and a number of | 


| 


ate the heater fan at even higher 
speeds than the electric motor on 
the high position. At average driv~ 


jing speeds, therefore, the air motor 
|is the equivalent of the electric. 


| NEW PIERCE-ARROW DEALER 


The American Coil Spring Com-| the temporary lapses caused by en-| 
rapid | (UTPS).—Arrow Motors, Inc., has 


Minneapolis, Minn. June 7 


sortment for general repair purposes | Pick-up when acceleration ceaseS,| been appointed Northwest distribu- 


in all shops. 
springs and thirty sizes in compres- 
sion and extension units. The list 
price of the assortment in a special 
box is $3. 


most instantly. 


At car speeds higher than ap- 


This contains 300| permits it to resume full speed al-| tor for the Pierce-Arrow line of 


|cars. Two men connected with the 
|former Pierce-Arrow distribution 


proximately 45 miles an hour, this; are with the new company, 65 South 


fan is operated at a speed equivalent 


113th St. 





in the two cases. Accordingly, 
changes in time of evaporation 
brought about by changes in the 
volume evaporated compensate in 
such a way that the relative gum 
contents of the two gasolines are 
unchanged. This conclusion holds— 
regardless of differences in the time 
of evaporation between the two gas- 
olines—for a given volume evapo- 
rated. Thus, it is possible to choose 
any convenient volume for the 
evaporation experiment. 

The experiments on volume evap- 
orated and, hence, on time of evap- 


Me were, eme 
Air-Oven Temperature Series. 
FIG. 2 


oration were conducted at one tem- 
perature, viz. on the steam bath. 
The next phase of the investiga- 
tion involved a study of the effect 
of bath temperature, for which pur- 
pose two series of experiments were 
undertaken, In the first series, 
three volumes each of six different 
gasolines were evaporated under the 
air jet in an air oven maintained at 
the three temperatures: 70 deg., 105 
deg., and 135 deg. C. Temperature 
was found to have only a slight 
effect on measured gum content. 
However, the relative gum contents 
of the six gasolines were the same 
within experimental error, regard- 
less of the temperature or of the 
volume which was evaporated. These 
data are given in Table 1. The last 
column shows the average relative 
~ gum contents, taking the gum con- 
tent of sample 6 as unity. Using 
these average ratios as a basis, the 
data in each series were smoothed, 
so that the deviations between “ob- 
served” and “smoothed” values were 
at a minimum. The “smoothed” 
values are given in column 5, while 
the deviations between “observed” 
and “smoothed” values are listed in 
column 6, The agreement between 
the “observed” values and those 
“smoothed” on the basis of the same 
relative “gum contents is shown 
graphically in Figure 2. 
The small influence of tempera- 
ture on the magnitude of the mea- 


+H 


Me or Gum, Care 
Liquid-Bath Temperature Series. 
FIG. 3 


sured gum contents was attributed 
to the fact that, owing to the low 
heat capacity of air and the high 
latent heat of evaporation of gaso- 
line, the actual gasoline tempera- 
tures were about the same at the 
three oven temperatures, Accord- 
ingly, a second series of temperature 
experiments was undertaken in 
which the gasolines were heated by 
liquids boiling at various tempera- 
tures. For this purpose, there was 
used an apparatus designed and con- 
structed by the General Motors Re- 
search Laboratories and made avail- 
able to the U. S. Bureau of Stand- 
ards. Four different bath liquids 
were employed, viz., tetralin, amyl 
acetate, water, and metyl alcohol; 
and the measured bath temperatures 
were 203 deg., 131 deg., 100 deg., and 
66 deg., respectively. Fifty miililiter 
portions of each gasoline were evap- 
orated to dryness in a beaker and 
then allowed to remain in the ap- 


*A paper presented at Mid-Year Meeting 
@f American Petroleum Institute. 
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(Continued from Page 7) 


paratus for an additional 15 minutes 
with the air still flowing. The rate 
of air-flow used was 800 ml, per 
second, The beaker was removed 
to a desiccator containing calcium 
chloride; and, after cooling 30 min- 
utes, was weighed in a balance, the 
inside of which was dried with cal- 
cium chloride, Each beaker was 
then placed in an air oven at 105 
deg. C. for 20 hours in order to 
reach constant weight, For compari- 
son, air-jet values on the steam bath 
were also obtained. 

Determinations were. made in du- 
plicate on six samples of gasoline 
at each of the four temperatures, 
and the results are given in Table 
2. It is seen that the additional dry- 
ing in the air oven for 20 hours does 
not change the weight of gum ap- 
preciably when tetralin is used as a 
bath liquid, but does produce con- 
Siderable change after evaporation 
at the three lower temperatures. The 
actual gum contents of the gasolines 
decrease considerably with change 
in temperature, but the relative val- 
ues are independent of bath tem-r 
perature. This is show in Table 3, 
in which the “smoothed” values 
were obtained in a manner similar to 
that outlined in connection with 
Table 1. The relative values by the 
air-jet method, using steam-bath 
evaporation, are the same as those 
at the four temperatures using liquid 
baths, The agreement between “ob- 
served” and “smoothed” values is 
shown in Fig. 3 where the observed 
weights of gum are plotted against 
values calculated on the basis of the 
same relative gum contents. The 
grand average deviation from con- 


stancy of relative values is 1.3 mg. 
TABLE 2 
Gum Contents of Gasolines by the Liquid- 
th Air-Jet Method 

Milligrams of 

Gum Per 50 MI. 
(20 Hours’ 
Drying) 


Milligrams of 
Gum Per 50 Ml 
(15 Minutes’ 
Geeta Drying) 
Numbe —_— HS 
; Bath Liquid Rageeed— eae 
3 


1 

4.9 5.8 2 

15.7 14.6 15.8 
16.7 17.9 17.1 
21.1 22.2 215 
31.3 33.0 


— 


3.3 
5.6 
4.3 
7.1 
22.0 
31.4 
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68.6 

Accordingly, it appears that the 
same relative gum contents of 
series of gasoline may be obtained 
over a wide range of volumes evap- 
orated, of times of evaporation, and 
of temperatures of evaporation. It 
was found previously that over a 
wide range of air flows, using the 
air-jet method, the measured gum 
content is independent of the rate 
of air flow. Values obtained, there- 
fore, by any convenient air-jet 
method should be equally signifi- 
cant as regards gum deposition in 
the engine. Hence, a set of com- 
parisons between amounts of gum 
deposited in the engine and results 
obtained by any chosen air- -jet 
method should be sufficient. 

_The choice of the most convenient 
air-jet method appears to involve a 
compromise. If evaporation on the 
steam bath is employed, subsequent 
drying overnight is necessary to 
reach constant weight. On the other 
hand, if a liquid bath at about 200 
deg. C. is employed, subsequent dry- 
ing for 15 minutes is all that is re- 
quired to reach constant weight. 
However, the measured gum con- 
tents by the latter method are only 
about one-half of those by the 
former method; and, from present 
indications regarding permissible 
gum contents for satisfactory en- 
gine operation, too great a preci- 
sion would be required in the case 
of the high-temperature evapora- 
tion. The disadvantages could be | 
largely offset by evaporating, *100- 


' 
}ml. samples rather than 50-ml. por- | 


tions. The most convenient pro- 
cedure, therefore, appears to con- 
sist of an-eyaporation of 100 ml. 
of the gasoline at a temperf&ture of | 
about 200 deg. C. 


(To be continued.) 


SUMMER MEETING ISSUES 
DISTRIBUTION 


Where? 
At White Sulphur Springs, 
West Virginia 


When? 
June 14-15-16-17 


Inclusive 


How Much? 
1,000 copies daily to those in attendance 


And 


Distribution of the S. A. E. issues of Automotive Daily News 
will include 3,000 additional copies to be mailed to those engineers, 
production men and other factory officials who cannot attend the 
summer meeting. The daily print orders will approximate 15,000 
copies. 


Engineers, production men and other factory officials who will 
gather at White Sulphur Springs will get copies of Automotive Daily 
News every day during the meeting. Rapid service and daily publi- 
cation will again produce a degree of interest matched only. by that of 
our service in previous years. Advertisers who want to reach the indus- 
try while its important representatives are thinking and discussing 
engineering matters should use theS. A. E. issues of this publication. 


Papers to be read at the meeting and the important discussions 
following the papers will be printed in Automotive Daily News 
during the week of the meeting. In addition, there will be engineering 
and production news from all other branches of the industry together 
with the latest régistration figures and spot news of interest to every 
one. Service of this kind is supplied only by this publication, whose 
editorial representatives are located in important cities and towns all 
over the country. 


What They Said Last Year 


Every day during last year’s summer meeting those in attendance were provided with 


copies of Automotive Daily News. That the service was appreciated and considered 


valuable may be judged from these two letters received after the last meeting: 


“I wish to compliment you very much on the way you handled the S. A. E. 
meeting at White Sulphur Springs. 


“The papers which were received there every morning were real newspapers in 
every respect, in addition to the fact that almost all. the reading matter was of 
direct interest to all the S. A. E. members.—Cornelius T. Myers, Pres., Chassis Lubri- 


cating Co., Rahway, N. J.” 


“I think your service during the meeting was very commendable and I am sure that 
many others appreciated it as much as I did.—H. K. Porter, General Sales Manager, 
Hyatt Roller Bearing Co., Newark, N. J.” 
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